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THLC-280 


Surface-Mounted THLC Fixture 


Here’s a lighting fixture that emphatically proves: the secret of 
attaining the grand manner begins at the ceiling. A ceiling studded 
with Leader's luxury lighting fixture—the THLC—produces an 
atmospheric charm that apparently comes out of nowhere. 

Here is extreme beauty and quality illumination. In generous 
1474,” width, with a smart, curved, light-diffusing Holophane* 


Siorauiee pa re ed Controlens to handsomely shield two, three or four standard 48” 
WEE 40-watt lamps, or Slimline lamps in various lengths up to & ft. 


tinuous runs, or at ends of run, Fur- 

nished with chrome-plated ball and THLC SPECIFICATIONS 

ring assembly affording adjustment Housing and channel of heavy-gauge steel. Exterior finished in aluminum gray baked 

of 360° horizontal and 25° from theti |, interior in white, high-gloss baked |. Furnished with d 

vertical ta .cny direction .. . Or with synthetic enamel, interior in white, high-gloss baked enamel. Furnished with curve 

flat Holophone® glass lens. type Holophane* Controlens (hinged for easy servicing) and curved type glass 

Controlens at top of exterior. Wired units include UL and ETL approved sockets 

pe P qlee and high p.f. 2-lamp ballasts, type FS easily replaceable starters. 110-125 volts, 
' 60 cycle A.C. Other voltages and instant-start operation available on req 

Sold and installed only by the better electrical wholesalers and contractors 


you hove s 


quirements 


desian and build 4 
LEADER ELECTRIC COMPANY + 3500 N. KEDZIE AVENUE +» CHICAGO 18, ILLINOIS 


leader Electric — Western . 800 One Hundredth Avenue . Oakland 3, Cal. 
ght Holephane Co Compbell-Leoder, Ltd. Brantford, Ontario Canada 
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ELECTRICAL WHOLESALERS AND SALESMEN: Economy “DE-LAY” 
Renewable Fuses and Links ‘move fast” too—publicized by ads like 
these, monthly, addressed to men who buy and specify fuses. 


With the new Economy 
“DE-LAY” Renewable Fuse, you can 
replace the “blown” link in less time than it takes 
to tell it. 


Almost before you can say “Presto-Change-O”, you 
have made these three simple, quick, easy operations: 


&> Unscrew end cap, twirl knife-blade assembly, take 
it out of fibre cartridge case. 


e Loosen nuts that hold “blown” renewal link, replace 
with new “DE-LAY” link and tighten nuts. 


~e 3] Replace knife-blade assem- 


bly and screw on 


Only one way to make renewal — the 
right way, the fast way—and the 
Economy “DE-LAY” Fuse is ready to 
place back in the circuit. 


Replace with Economy “DE-LAY” 
Renewal Links. They give maximum 
protection in the 135 to 200% load 
range where most “blows” occur. 


You are invited to write for the New Economy Catalog 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, chicago 14, 


IN 
ALL PRINCIPAL CITIES 
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Please change the address of my Electrical Wholesaling 
subscription 


Name 


ELECTRICAL WHOLEPSALING (with Wholesaler's July, 1950, Vol. 31, No. 
Published monthly at Chicago m price 50c a copy; a copy for special issues. Allow 
at ast ten for change address Subse rate—United States and U. 8. 
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? $20 00 tor three years. Please indicate position and company 
ered as second class matter August 31, 1948, at the 
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Member ABC. Copyright. 1950, by McGraw-Hill Publishing 
4 West 42nd Street, New York 18, N BRAN 
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Old Address. 


New Address...... 


New Company Connection 


New Title or Position... . 
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for conduit 
THE “NEW LOOK" IN CONDULET INSTALLATION 
A model of a screw machine department with a 
modern layout of cast Feraloy Condulets and rigid 
conduit. It has flexibility plus all the other 
Condulet advantages. The actual installation has 
been in service for several years and is highly 
satisfactory. 


‘ 


” 


Enlarged view, showing how 
Type RSM Condulets provide for 
easy expansion... branch circuits 
can be added at any time. Simply 
replace a blank plate with a plate 
that has the required number and 
size of hubs. 


CONDULETS * TRAFFIC SIGNALS - 
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NEW ways of using the familiar 
Condulet and conduit material have 
produced outstanding results. Modern 
installation layouts meet industry's 
modern needs for flexibility while re- 
taining the enduring protection and 
safety that can only be given by cast 
Feraloy Condulets and rigid conduit. 


AIRPORT LIGHTING - FLOODLIGHTS 


1) FLEXIBILITY ... A modem Condulet installation, like 

the one illustrated below, provides for the vigorous growth and 

diti of a modern industry. The RS Series 

Condulets with their detachable hub plates make it easy to 
change circuits or add additional circuits at any time. 


UNIVERSAL APPLICATION . . . Galvanized 
a and galvanized — conduit may be used under 
ic condit an P 


© MECHANICAL PROTECTION . . . Cast Feraloy 
Condulets and rigid conduit provide the best possible protection 
tal d ge to the wiring — prevents costly 


shutdowns. 


4) SAFETY “28 A Condulet installation gives maximum 

1 injury and fires. Condulets with 
their taper threaded hubs and tigid conduit provide a reliable 
and permanent low resistance path to ground. 


8 CORROSION RESISTING . . . Cast Feraloy 
Condulets offer the best protection wherever moisture, dusi or 
corrosive at ph are p 


‘6 ) ECONOMY .. . « Direct comparison of 
Condulet and rigid circuit installations with 
other wiring methods show comparable in- 
stalled costs. The durability, safety, and 
low maintenance cost of Condulet install- 
ations produces savings which pay divi- 
@ qua over the years. 


@ QuaLity « « All Condulets are built to 
Crouse-Hinds’ high standard of quality with 
painstaking care by skilled craftsmen. 
Thousands of Condulet installations that are © 
still in active service after twenty, thirty, 
forty or more years offer positive proof that 
the trademark CONDULET stands for relia: 
bility and long life. 


Ss] VARIETY . .. Thousands of types and 
sizes of Condulets, plugs and receptacles, 
and lighting fixtures are listed in the 
Condulet Catalog, including a complete 
explosion-proof and dust-tight line for use 
in hazardous locations. There is a Condulet 
for every purpose. 


On your next electrical layout, whether 
modernization or new construction, plan to 
get all of the benefits of sturdy cast Feraloy 
Condulets and rigid conduit. Send for ad- 
ditional information on modern Condulet 
installation. 


% CONDULET iso coined word registered in the 
U. S. Patent Oifice It designates a product 
made only by the Crouse-Hinds Company. 


CROUSE-HINDS COMPANY 
Syracuse I, N. Y. 


Offices Birmingham — Boston Cincinnati 
Denver — Detroit — Houston — Indianapolis — Kansas Cit Angeles 
Milwaukee — Minneapolis —New York — Philadelphia — Porton. Ore 
San Francisco — Seattle — Si Louis Residens Alban y 
— New Orleans — Richmond. Va — Salt Lake City 
CROUSEHINDS COMPANY OF CANADA. LTD. TORONTO, ONT. 
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Like a continuous panelboard 


How much tme, trouble and money 
could you save your customers with an 
electric power panelboard running 
the entire length of theie plants? 

That, in effect, is FVK FLEX-A-POWER® 
= pre-fabricated busway for 225-1000 
amps, 600 volt secondary feeder sys- 
tems. It's as convenient as curb service 
~wherever a machine is to be located, 
there's an outlet. 


Relocate loads without rewiring 


Every 10-ft section of FVK busway 
has 15 outlets. Take-off can be 
made right at the load...loads can 
be rearranged or added to without 
rewiring or bothering with exten- 
sion wires. 

Even in cases of major altera- 
tions, FLEX-A-POWER can be quick- 
ly dismantled, moved and rein- 
stalled with practically 100% 
reuse of materials. 


Easier to install, too 


Standardized parts —straight lengths, elbows, offsets, etc.— 
delivered to job ready for installation ... quickly, easily 
coupled and suspended to conform to any plant layout... 
keep installation time and costs low! 

Maintenance cost is cut to the bone, Housings resist 
entrance of dirt and moisture. 


* Reg. Trade Mark 


Remington Rand's Laboratory of Advanced Re- 
search at South Norwalk, Conn., saves much time 
and money by keeping its electrical system flexible. 
Machinery is quickly relocated without lengthy shut- 
downs. Tell your customers about FVK and the other 
forms of FLEX-A-POWER — for main feeders, trolley 
plug-in, etc. THE TRUMBULL ELECTRIC MANUFACTUR- 
ING COMPANY, Plainville, Conn. 


TRUMBULL (T) ELECTRIC 


TRAINLOAD OF NEW PRODUCTS 


TRUMBULL’S 
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CONNECTORS 


cor Wite and 
Cable Sizes 


Entire Unit Cadmium plated— 
for copper, aluminum or 
steel conductors 


@ Positive Grip Action—Screw pressure on con- 
tact pad perfects pressure contact—is self-lock- 
ing—increases “pull out” resistance. 


Catalog ___Gable Size Range @ Low Temperature Rise—High pressure and 
Number Minimum Maximum wide contact area provide electrical conduc- 
Sa tivity greater than that of the maximum size 


1 4 Sol. ; wire or cable the connector will take. 


__NE @ Economical—" Wide Range” provides for maxi- 

NE 100 —_ mum usage, low inventory—completely salva- 
= raisin ble—one-piece assembly. 

NE 200 

Write for our folder giving dimensional details, 

250 MCM 


NE 400 


National Electric Products Corporation 


EVERYTHING IN WIRING POINTS TO a» Sa: 1302 Chamber of Commerce Building 
Pittsburgh 19, Pennsylvania 
ah Please send me your FREE folder “Wide 
National Electric *e Range Connectors for Better Electrical Instal- 
PROOCUCTS CORPORA lations.” 

PITTSBURGH, PA. Name___ 
Company 


Address 
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CHAMPION 


FLUORESCENT WHITE 


DELUXE 
WARM 
WHITE 


othing sells like color — natural color. 
4N Make the most of it with these two finest of 
Fluorescent White Lamps — both Champions. 
They’re color-engineered for one specific pur- 
"Ye pose: to produce a remarkably natural appear- 
ance for a/l/ colors wherever clarity of color 
rendition is of major importance. 
“Deluxe Warm White” on the lamp means the 
DELUXE color closely matches the incandescent color 
CooL everyone is accustomed to. 
“Deluxe Cool White” means the color approx- 
imates noon sunlight. 
...and “CHAMPION” on the lamp means 
business! 


| CHAMPION LAMP WORKS 


|. Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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Sell Nationally Advertised 
Honeywell 


THERMOSTATS 


with MAGIC 


ale 


No lind Chilly Floors 

No More Overheating 

No More Fuel Used instead 

More Comfort For Your Hesting Dollar 


TM furnishes the required Long and irregular burner 
heat by properly regulating operations permit up and 
the length of burner opera down temperatures ... 
tions in accordance with allow rooms to get too hot 
outside weather conditions. or too cold for comfort. 


The well-known electric clock 
thermostat automatically pro- 
vides lowered night temperatures 
and morning pick-up. NOW better 
than ever with the Thermostat 
Magic of TM. 


*Available in a few weeks, 


For lowered night temperatures. Set 
the dial for the morning pick-up time 
you select— wake up in a comfortably 
warm house. The 'Time-O-Stat now 
assures pin-point control through the 
Thermostat Magic of TM. 


The finest thermostat of its type in 
the world. Featuring the easy-to- 
read dial adjustment, precision 
control—and NOW, Thermostat 
Magic with Honeywell TM. 


300,000 The in 
for three heatoig 
demonstrated the comfort ad ene 
of the Honkewell TM principle. Home? 
are HE giandeard of 
heating cont: rt—n by 


Attention... 
Electrical Wholesalers! 


The magic of TM is accepted and 

acclaimed everywhere . . . winning enthusi- 

astic approval from dealers and home owners, 

alike. For the Electrical Trade, TM offers a sub- 

stantial source of profit. So, climb on the bandwagon 

— build your profits right from the start. Sell the 

newest, sell the best—the nationally advertised . . . 

nationally accepted ... Honeywell Comfort Thermo- 
stats with TM! 
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1 Vis Keeps the heat coming in regulated portions 


to 
DEPENDABILIT 


merchandised for 
VOLUME SALES 


YOU'RE INVITED TO WRITE FOR 
THE COMPLETE CATALOG OF 


ELECTRIC WIRES 
CORD SETS * TROUBLE-LITES 
FUSES + CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. 1. 
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Up to 20 circuits with these 


6 Cutler-Hammer Multi-Breakers 


SINGLE POLE 
The Multi-Break- | 
er for minimum 
needs. Ask for | 


TWO POLES 
The Multi-Break- 
er for small 
homes. Ask for 
MO2 


FOUR POLES 
In a single block. 
One and two 
pole combina- 
tions. Ask for 
MO4 


4 POLES BASIC 
5-6-7-8 POLES 


made by adding single pole units. 


Ask for MO8 


The Cutler-Hammer simplified line 
of Multi-Breakers meets all domes- 
tic protection needs—six items pro- 
viding from one to 20 circuits! The 
fundamental unit is the single pole 
Breaker. How it combines in mul- 
tiples up to 20 circuits for small, 
medium and large homes is shown 
in the adjoining pictures. Carry a 
relatively small stock . . . make up 
the item at the time . . . on the job 
... for the job. 

And these Multi-Breakers offer 
you and the customer every de- 
sirable feature —the circuit inter- 


CUTLER-HAMMER 


4 POLES BASIC 

UP TO 12 POLES 
formed by adding four-pole 
“plug-in” units. Ask for MO12 
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rupter that needs only the touch of 
a little lever to restore service, the 
“slow—fast”’ thermal magnetic ele- 
ment that is slow to act on safe 
overloads but is lightning fast even 
on low value short circuits (this 
standard feature is provided at no 
extra cost), the safe, factory-sealed 
“works” and handsome appear- 
ance which together permit the 
Multi-Breaker to be installed 
where it is most convenient. 
CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee l, 
Wisconsin. 


4 POLES BASIC 
UP TO 20 POLES 


formed by adding four-pole 
“plug-in” units. Ask for MO20 
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Most of the light is directed 
upward through inside-frosted 
portion of the lamp. 


Here it is, actual size— 
General Flectric’s new 
50-GA lamp! 50-watts. 
List price, 4Q¢ plus tax 


Enamel coating on under- 
portion of lamp softens the 
downward light. 


A market of 100,000,000 sockets 
for this new kind of lamp! 


New General Electric 50-GA 
lamp is specially designed for 
fixtures like these... 


ERE'S a new General Electric lamp bulb to meet the 

needs of the hundreds of customers in your neigh- 
borhood who have ceiling fixtures like those shown 
here. It's the new 50-GA lamp — specifically designed 
for overhead lighting fixtures where bare lamps in base- 
up position are now used. This new lamp bulb adds 
beauty to chandeliers and fixtures, gives a charming, 
indirect-lighting effect, softens the light to flatter home 
furnishings. 


The secret lies in a revolutionary new shape that directs 


most of the light upward, plus an enamel coating on the 
lower part of the lamp which gives the downward light 
added softness and warmth. 

Surveys indicate that American homes have more than 
100,000,000 sockets which need 50-GA lamp bulbs. And 
since customers buy six or eight 50-GA lamps at a time to 
fill an entire chandelier, your agents make a high unit sale. 
Get your share of this big market by reminding General 
Electric lamp agents to feature 50-GA lamps prominently. 
Now available in 50-watt size at 40¢, plus tax. 


GENERAL ELECTRIC 
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saucers 


are still a 
mystery... 


but the popularity of fittings by 
CONDUIT of COLUMBUS is easy 


to understand. HERE’S WHY: 


Better fittings, competitively priced, with a quarter-century 
reputation for dependability. 

Listed by Underwriters’ Laboratories. 

Packaged in convenient quantities. 

Sold only through recognized wholesalers. 
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‘type RH with its high permissible 


th WET Iecations this dare wire 
its excellent moisture-esisting qualigtes: 
is rated as atype RW. 
° Except where voltage Grop is the de 
jas a type RH, allows greater: 
carrying capacity, so smalier sie of 
din many cases smalier of condyle 


ermining factor, 


ci n be used at less cost ‘than 


or Type 


Tor TW 


moet cases, ; 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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7 reasons why 
it pays to 
Stop for COP 


Here’s an item that can be the start of 
many a fine friendship between you and your 
customers. Its name is COP (Cut Out 
Premium) .. . the famous Sylvania Starter 
that offers you these 7 big selling points: 


1. Eliminates the annoying flickering of “end-of- 
life” lamps by cutting them out of the circuit. 


¥ 


2. Doesn't wear itself out trying to start dead lamps. 
: : 3. Provides ballast protection against burn-outs caused 
. = by overheating under prolonged flashing. Eliminates 


MADE iN U.SA: costly ballast replacement. 


4. Keeps circuit open until starter button is manually 


reset. 

5. Consumes no power to maintain open circuit 
condition. 

6. Reduces fixture maintenance costs because replace- 


ments are fewer. 
7. Assures long life to match new Sylvania “Triple- 
Life” Fluorescent Lamps. 
Remember, Sylvania’s COP is the only cut-out 
starter using twin-wire, bi-metal contacts 
in the 40-watt size . . . a construction 


that means extra starting speed, extra 


| Sylvania Electric Products Inc. 


reliability, extra satisfaction to your 
\ customers. The coupon brings you detailed 
| information. Mail it today! 
RADIO 


BING, 

ELECTRONIC 
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Advertising Dept. L-2307 
1740 Broadway, New York 19, N. Y. 


Please send me complete information about Sylvania 
COP Starters. 
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SALES POSSIBILITY 


Inside, outside all around the town, there are 

sales opportunities for Acme Electric trans- 

formers. Fluorescent lamp ballast replace- 

ments in offices, factories and stores. Power 

transformers for industrial and commercial 

installations. Stepdown transformers for oper- 

ating 115 volt AC appliances or equipment 

from power lines. Bell ringing, chime and sig- 

naling transformers with hundreds of obvious 

applications. Control transformers for machine 

tools. Oil burner ignition transformers for 

homes and luminous tube transformers for 

BELL RINGING signs collectively add to a significant sales 
AND CHIME total. Now is the time to get complete details 
TRANSFORMERS about all Acme Electric transformers that are 


AIR COOLED being profitably sold thru wholesalers. Write 
POWER 


TRANSFORMERS 
ACME ELECTRIC CORPORATION 


677 Water Street Cuba, N. Y. 


SIGNALING 
TRANSFORMERS 
STEPDOWN 
TRANSFORMERS 


OIL BURNER LUMINOUS TUBE 
FLUORESCENT CONTROL IGNITION SIGN 
LAMP BALLASTS TRANSFORMERS TRANSFORMERS TRANSFORMERS 
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ADS LIKE THESE 
tell buyers you have what they want 


Yes, Central Conduit Distributors have what buyers want... the 
right conduit for every electrical raceway installation. And they 
are getting powerful advertising support that lets buyers know 
that they have a complete conduit line for sale. 


Leading electrical trade publications are consistently and reg- 
ularly carrying hard-hitting sales messages to conduit buyers. 
Each message tells them about the fine qualities of Central 
Conduit. And each one informs good customers and prospects 
everywhere about the fine service and quality products offered 
by Central Conduit Distributors. 


SPANG-CHALFANT 


Division of The National Supply Company 
General Sales Office: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 


EMT — Light-weight electro-galvanized outside and durably lacquered inside. 


17 


which do p 
you want? 
hy y J 
LA 
SPANO -CHALPANT 
| 
| 
| 5 
A 
Py 
CENLACO a hot dipped galvanized and lacquered finish, inside and out ey R $5 CENTRAL WHITE ciectro-galvanized outside and black enameled inside. te 
CENTRAL BLACK permanent, baked-on black enamel finish, inside and out. SS” ee it: 
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A melt e ground 30 year 


Here's how it's done: You 
give Contractor correct basic 
Electri-Center box and... 


2 additional Pushmatics of the desired 
rating and type from your shelves. 


4 Your customers receive 
immediate delivery on 
Electri-Centers to meet their 
specifications and your 
stocks ore kept to a mini- 
mum for a faster, more 
profitable turnover. 


3 He quickly assembles the Electri-Center by 
simply hooking units on mounting rib and con- 
necting to bus bors with screwdriver. 
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puSH— it’s ON! 


PUSH —it’s OFF! 


PUSH — it’s ON again! 
Push-button switch with automatic 


ti. lactri 
pr for circuits 


EVOLUTIONARY Pushmatics are identical in size 
Rrana contour, regardless of rating or type. They 
are just as easy to stock and install as fuses, yet 
offer the outstanding advantages of automatic 
protection and push-button switching. 


There’s a Pushmatic to meet every load condi- 
tion: THERMAL ONLY, THERMAL MAGNETIC, 
and THERMAL MAGNETIC with exclusive 
AMBIENT COMPENSATING FEATURES. They 
are available in ratings of 15, 20, 30, 40 and 50 
amperes, 1 pole, 120 V., or 2 poles, 120-240 V., AC. 


Write today for complete descriptive bulletin 
with prices on PUSHMATIC Electri-Centers. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN + FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA, BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 
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"Main and 


Cat. No. 663-104—parallel hook-up 
Cat. No. 663-204—series hook-up 


nerals Line of 


Pullout Combinations 


Hens is the latest product of engineering — 

another new triple pullout combination specially designed to 

save the contractor time and trouble on installations requiring 

both a main and range combination and an additional switch 

for clothes dryer, water heater, pump or any other 220V, 30 or 


60 Amp. circuit. 


Available with either series or parallel connection, the new 
units are adaptable to many wiring requirements—special 
internal construction permits individual wiring of the lower 
pullout switch where separate metering is required — the series 
unit may be energized through its subfeed lugs from “Gpnerals 
100 Amp. fusible main pullout switch, thereby making the three 
pullouts available as individual branch switches. The parallel 


connected unit has 100 Amp. main lugs. 


The next time ask for the new Main and Range “Plus” and 
learn why “The Switch is to *Generai”. 


Write for latest Catalog 4809 and Supplement 4911, 


Sold exclusively through wholesalers. 


“General 


Cat. No. 666-108 
Triple pullout combi- 
nation with eight plag 
fused branch circuits. 


Cat. No. 1100 
100 Amp. fusible pullout 
suitable for use ervice 


entrance or branch switch 


neral 


Switch Corp. 


49 Roebling Street Brooklyn 11, N. Y. 


One of the leading Manufacturers of: 
SERVICE EQUIPMENT... 
Pullout, Front Operated Toggle and Side Operated types. 
Indoor—surface or flush, and Outdoor. 
SAFETY SWITCHES... 
30 through 1200 Amp., 2508 and 600V Type A.C and D. 
Indoor and outdoor. HP rated. 


ELECTRICAL DISTRIBUTION EQUIPMENT 
SALES OFFICES IN EVERY MAJOR CITY 
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Sales are climbing 
aluminum 


Between 1946 and 1949, the use of insulated aluminum conduc- 
tors nearly trebled. Why? Because more and more contractors 
and utilities discovered the savings offered by aluminum— 
particularly open feeders in the larger sizes. 

Also, during that time, more aluminum fittings became 
available. Today, you can buy them from a number of 
leading manufacturers. 

Experience on job after job proves that, between copper 
and aluminum, the big difference is in costs. 

It will pay you to have the whole story on insulated alumi 
num conductors and be in a position to supply it to your 
customers. For names of manufacturers and copy of ‘‘Questions 
and Answers About Insulated Aluminum Conductors’’, call 
your nearby Alcoa sales office or write to ALUMINUM COMPANY 
OF AMERICA, 1783G Gulf Building, Pittsburgh 19, Penna. 
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AUTH SYSTEMS 


CLOCK AND PROGRAM BELL 


FIRE ALARM © INTERIOR TELEPHONE @ MISCELLANEOUS SIGNAL 


Ask the men who maintain them — 
Auth systems for schools are dependable — 
trouble-free — 


Why? Because Auth Clock Systems, featuring 
the famous Telechron self-starting synchron- 
ous movements, do not require complicated 
master clocks, relays, rectifiers, etc., to assure 
correct time. Contactless type program bélls 
and buzzers assure long life and smooth oper- 
ation. 


Centrally Controlled Synchronous 
Clock and Program Bell Systems, 
Motored by Telechron. 


Auth Fire Alarm Systems are approved by 
the Underwriters’ Laboratories whose require- 
ments generally form the basis for local regu- 
lations. 

Auth Interior Telephone Systems provide the 
same kind of quick and reliable communica- 
tion as the public telephone system. 

For many vears the Boards of Education of 
the City of New York and numerous other 
municipalities have installed Auth systems. 
Dependability is the reason. 


Closed Circuit, Supervised Fire 
Alarm Systems Approved by Under- 
writers’ Laboratories. Also Open 
Circuit Systems. 


Intercommunicating Telephone Sys- 
tems permitting one or a number of 
conversations simultaneously. 


Miscellaneous Signaling Systems such 
as Stage to Projection Booth, En- 
trance Doors to Custodian, ete. 


Literature is available describing these 


and other Auth products and systems. 


MANUFACTURERS OF Complete Systems @ One Responsibility 


Electrical Signaling, Communica. © 
tion and Protective Equipment 
for Housing, Hospitals, Schools 
Offices, Ships and Industry 


le 


AUTH ELECTRIC COMPANY, INC. 


34-20 45TH ST., LONG ISLAND CITY 1, NEW YORK. 
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REG U S PAT OFFICE 


THIS MIRACLE LOW COST 
CUSTOM-FITTING LIGHTING 


These 4 MODULES are the “BUILDING BLOCKS” of LIGHT 


32. Wort 12” Circhine 
lomp, ond | PAR Spot 
or Flood Lomp 


4 14.Wott T-12 
13° Type F lamps 


4 40-Wott 1.12 
48” Type F Lomps 


D ee 
4 75-Wott 
425 Milliamp 
Slimline Lomps 


50,000 different patterns possible-20% more light 


Only MITCHELL makes MODULE 


There's nothing in lighting like MODULE. It custom-fits and 
“grows” with every lighting need; it delivers more light; it 
stays beautiful, new; it costs no more than ordinary fixtures. If 
you haven't oll the MODULE facts, write today. 


It’s amazing! With just 4 simple, low cost ‘building 
blocks of light’’, MITCHELL MODULE offers unlimited 
custom-fitting lighting patterns to fit any commercial 
interior. MODULE’s exclusive plastic louver passes 20°; 
MORE LIGHT. Simple fitting together of units (mechani- 
cally and electrically) permits low cost rearrangement 
of patterns at any time to suit changing needs. 
MODULE mixes all light sources smoothly in one har- 
monious, handsome system—puts the light exactly 
where it’s needed. No ordinary fixtures can match 
MODULE — the on/y lighting that custom-fits with stand- 
ard low-cost units. 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Avenue + Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Ltd., 11-25 Davies Ave., Toronto 


YOU SELL module INSTALLATIONS WHEN YOU TELL THIS SELLING STORY 
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here are 


Full information on recent G-E 
ballast developments is avail- 
able through your nearest 
General Electric Apparatus 
Sales Office —or, if more con- 
venient, write direct to Ballast 
Sales Division, General Electric 
Company, Fort Wayne, Ind., 
and your request will receive 
prompt attention. 

Apparatus Department, Gen- 
eral Electric Co., Schenectady 
5, New York. 


 Thislabelona 
fixture carton, or the 
familiar G-E ballast t 


assurance of fine 
ballast performance. 
_Buy —when you see the 


last label or tag. 


GENERAL ¢ 


new G-E 


you should know about 


NEW! TRIGGER START BALLASTS 
for instant starting operation of 32- 
watt circline and 20-watt standard 
lamps. Eliminate starters completely. 
A natural sales booster for residen- 
tial-type fixtures. 


NEW! SMALL CROSS-SECTION TU- 
LAMP bollast for 40-watt lamps. De- 
signed to give quiet operation in 
smoall-channel fixtures. Only 2% 
inches wide and 1% inches hight 
Maximum performance from this nar- 
row cross-section ballast. 


NEW! SMALLER, LOW-LOSS SERIES 
BALLASTS for 96112, 72712, 48712, 
and other instant-starting 40-waott rat- 
ings. Lamps operated in series. Cost 
is lower, efficiency higher. Deliver 
more dollars of light per dollar of 
bollast. 


NEW! LOWER-PRICED, QUIETER 
single-lamp ballasts (either uncor- 
rected, or high-power factor) for 
30- and 40-watt lamps. New electrical 
design means more efficient opera- 
tion than ever before. New type con- 
struction has made possible extremely 
low noise levels. 


NEW! FOUR-LAMP SEQUENCE 
START bollost for 85-watt standard 
lamps. Provides high operational 
efficiency with low installation costs. 
The most economical lighting for many 
applications— industrials in particular. 


NEW! BALLASTS FOR OUTDOOR 
SIGNS and other outdoor fluorescent 
fixtures. Special leads and capacitors 
permit operation ot temperatures as 
low as — 20° F. UL listed. Available in 
standard Slimline and Instant-starting 
40-watt ratings. 


ELECTRIC 
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NEW GROUND CLAMPS MAKE 
NEW LOW INSTALLED COST! 


APPROVED 
ENGINEERED 


Conper Water Pipe 


CAT. NO. 
3846 


FOR BARE GROUND WIRE 
*4 or *6, 
COPPER PIPE 
WATER PIPE 
GROUND ROD 


ONE SCREW TO TIGHTEN 


to 3/4," 


CAT. NO. 
3847 


FOR ARMORED GROUND WIRE 
#4, or 78, 
COPPER PIPE 
WATER PIPE 
GROUND ROD 


NO LOOSE PARTS 


Vo" to 


THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1, NEW JERSEY S 
i THESE PRODUCTS SOLD AND SERVICED THROUGH THE T & B DISTRIBUTOR 


ELECTRICAL 
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Dependable, trouble free 

service is yours with the 

versatile “All-Service” 

Murray “‘9600" Meter Con- 

nection Box. Designed to 

accommodate modern bot- 

tom-connected Type A 

watthour meters, it is emi- 

nently satisfactory for 

either indoor or outdoor mounting. Available in 
either unpainted aluminum or rust-resisting steel 
with baked-on gray melamine finish. 


Greater depth provides 20% more wiring space. 
Only one seal is needed — hinged sealing cover 
does away with sealing studs and bar. Complete 
with meter test and connection block, and four 
formed copper test links. Detailed specifications 
are given in Bulletin No. 501. 


MANUFACTURING CORPORATION 


50 Years of the ¢ 
1250 ATLANTIC AVENUE + BROOKLYN 16, NEW YORK 
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WITCHES CURRENT LIMITING “REACTORS * CROW VIC 


IT’S EASY... if you can turn over your stock 
2 to 3 more times a year. If you can prevent 
costly overstocks, avoid shortages of fast-selling 
items, maintain balanced inventories. 

HOW DO YOU GET Very easy ... if you can get positive, accurate 
control over inventory—and, at the same time, 
cut clerical work as much as one half. 


We've already shown scores of firms how to 
do these things . . . with Kardex . . . and with 
Robot Kardex, our new, mechanized Visible In- 
ventory Control System . . . that saves up to 30% 
in posting time! We'd like to show you by send- 
ing you a copy of Remington Rand’s new, au- 


thoritative 24-page study, “How To Get Profits 
From Inventories.” 

FROM INVENTORIES? It’s packed with helpful facts, figures, charts 
that will show you how to attain a realistic pic- 
ture of your inventory status . . . help you deter- 
mine whether your position is safe or precarious 
... Whether you're acting on facts or guesswork. 
Send for your copy today. 


Send for this timely, 


— FREE Book Today! 


© How to keep inventories in balance with demand. 

@ How to achieve the Ideal Turnover Rate for your business. 
@ How to analyze trends in demand. 

Yes, send me my FREE copy of your new 24-page book, 


t 0% i ti time. 
“How To Get Profits From Inventories.” (KD375) © How fe save up to 50% in operating time 


@ How to eliminate unnecessary writing of purchase 
requisitions. 


Name 
@ How to save money with THE CHART THAT THINKS. 


Title 
By SHOWING you how to get these and other 


Company : sae a money-saving results, “How To Get Profits From 
Inventories” may be worth its weight in hundred 
dollar bills to you . . . many times over. For your 
City Zone... State... free copy, simply fill in and mail the handy 


Copyright 1050 by Remington Rand Inc. 3 COUPON en today. 


| 


Street 
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THE RESULT OF 


Out of our program of continuing research in lighting has 
come a new concept which we choose to call I/lumineering— 
a composite of ILLUMINATION and ENGINEERING. 


This I/lumineering approach “remembers” lighting require- 
ments, efficiency factors, design and appearance, plus installa- 
tion, maintenance and inspection features. All of these are 
built into every JOLECO luminaire to insure complete approval 
by buyer and seller. 


We are now compiling our “Illumineering 
Data Book.” Basic I/lumineering and fixture 
data is ready. Continuing studies and features 
will be added as completed. Be sure your name 
is on the mailing list for this valuable infor- 
mation. Write today. 


of LIGHTING FIXTURES 


ST. LOUIS 6, MO. 


Joleco’s new Recessed Fixture for fine | 
store and office lighting .. . available in 
| or 4 lamps with shielding of either 
Aluminum Louver, Inverted Flush Alumi- = ® 
Corning ‘‘Fresnel’’ Lens or Formed 
| “Plexiglas”. 
designed os a componion te F40 . — 
available in 2 or 4 lamps with shielding — 
of either Aluminum Louver, Inverted Flush 
Gloss, Corning “Fresnel” Lens or Formed 
3 
F56 
t Single-lamp, surface or suspension t 
mounted fixture . . . ideal for corridors, oe 
lobbies, meeting rooms, dining rcoms, 
streamlined, plastic shield of pleasing ap- os 
pearance, non-breakable, shatter-proof 
and light in weight. 
Feur-lomp, surface mounted shielded unit 
for store lighting . . Corning “Alba-lite” 
glass shielding produces shadowless iliv- 
mination end excellent distribution of 
{ light on shelves and displays . . . easily as 
and inexpensively maintained. 
| 
bs 
Surfoce or suspension mounted luminaire 
for factories, warehouses, drafting reoms, 
: laboratories . . . available in 1, 2 or 4 
lomps . . . economical in first cost, in- 
stellation and upkeep. o 
All of the Jolece fixtures shown can he EC a Corporation 
installed as individual units, in patterns 
vse with precheat intent ster and Manufacturers 
for vse with preheat or instent short sand 
Fiverescent and 4 foot or 8 foot Slimline. 
— 
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SNAP IN to box knockout and the 
cable is set — the job done! 


PaT APPLO FOR 


The Entirely New Connectors For 
Armored and Non-Metallic Cable 
That You Just Snap Into Place! 


SNAPX is the new cable connector that is installed without 
tools. There ate no nuts or screws to tighten. Just compress, 
snap it in place and it’s set. 


To try it is to buy it. See how easy SNAPX is to use! Write 
today for your free sample, giving the name and address of 
your electrical wholesaler. 


GALVA,* ILLINO! 
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The BEST in modern lighting calls for the BEST in lighting accessories. These 
General Electric components provide day-in, day-out operation that spells long- 
run economy—that saves lighting dollars. 


eG) M AND D TRANSFORMERS FOR LIGHTING CIRCUITS 


Now you can get special lighting transformers at the same price as conven- 
tional units! These units, equipped with two 5% rated-kva taps below rated 
primary voltage, can be used to compensate for a 5% or 10% drop in line 
voltage, thus providing rated voltage to the lamps. There are 11 sizes from 
1 to 50 kva, rated 480 volt primary, 120/240 volt secondary. Ideal for your 
new lighting job, or if you are not getting full light output from your pres- 
ent system. A complete line of these units with 600 volt primary is also 
available, at a slightly higher price. 


B BALLASTS FOR MERCURY-VAPOR LIGHTING 


For lighting high-bay areas, mercury-vapor lamps provide both economy 
and efficiency. General Electric Tulamp ballasts make economical mercury 
vapor lighting cost even less. This popular Tulamp unit powers two lamps at 
high power factor, giving steady, abundant light. It costs less than two single- 
lamp units, cuts installation and operating costs. There's a complete line of G-E 
mercury-vapor lamp ballasts to meet virtually any installation requirement. 


RB BALLASTS FOR FLUORESCENT LAMPS 


The heart of a fluorescent fixture is the ballast. The design and construction 
of the ballast can affect lamp life, lamp light, and the life of the ballast 
itself. All General Electric ballasts are designed and built to give correct 
voltage and current for the lamps they operate—to provide rated lamp out- 
put and full lamp life. For the most for your lighting dollar, specify G-E bal- 
lasts in the fixture you buy. Buy when you see the familiar General Electric 
ballast tag on a fluorescent fixture. Apparatus Department, General Electric 
Company, Schenectady 5, N. Y. 


ELECTRIC 


411-1 
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SPORTO— With or without 
glass cover. Weather-proof 
hood permits complete ver- 
tical or lateral positioning. 


WMO — Made from 


Night game attendance soars upward every 
year. Thanks to modern floodlighting, mil- 
lions more now see their favorite athletes 
in action. 

Expertly engineered Appleton Lighting 


APPLETON Equipment provides day-like illumination 
for night recreation centers, as well as the 
hundreds of industries maintaining round- 

LIGHTI NG the-clock production schedules. 
Indoor or outdoor lighting planned with 
bn Appleton Fixtures assures top-notch light- 
ing efficiency at minimum installation, serv- 
prastico! detachable re- Appleton Lighting Fixtures are available 
ag sper os in the exact type and size for every industrial 


able in o wide variety of 


reflector styles. requirement—including hazardous locations. 


Appleton’s skilled illuminating engineers 
are ready to help solve specific lighting 
problems. Sell the finest in lighting — sell 
TYPE EFU—The first and finest explosion-proof ‘ Appleton—pace-setting manufacturer of 
fluorescent lighting fixture. One of many from the ' electrical equipment for nearly half acentury. 


complete Appleton Explosion-Proof Line 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE «.§ CHICAGO 13, ILLINOIS 


Bronch Offices, NEW YORK, 50 Church Street * DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 Euclid Avenve * SAN FRANCISCO, 655 Minno Street 
ST. LOUIS, 227 Frisco Bldg. * LOS ANGELES, 100 North Sento Fe Avenve © ATLANTA. 724 Bovlevord. N. E. * BIRMINGHAM, 429 Brown-Mara Bidg. 
MINNEAPOLIS, 305 Fifth St, S © PITTSBURGH. 414 Bessemer Bidg. © BALTIMORE, 100 East Pleosont Street * BOSTON. 10 High Street * DENVER, 
1921 Bloke Street * PHILADELPHIA, 1017 Cherry Street * CINCINNATI, 626 Broodwoy * HOUSTON, 738 M. & M.Bidg. * HAVANA, Cuba, Molecon No. 9 
th Bingh Dollas, Ind lis, Kansas City, Orlando, Milwovkee, New Orleans, Seattle 
ional Stondard Electric Corp., 67 Broad St. New York 4,N.Y. 
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KOREA-—STALIN’S TESTING GROUND—OR WHAT? ‘Jaking a leaf out of Tojo’s 
book, Stalin has gained all the valuable advantages that only a Pearl Harbor type 
of sneak attack can produce. 

With the comparative remoteness of the locale cunningly chosen, the forces of the 
aggressor enjoy the backing of supply lines that are deeply rooted in a vast and 
wholly subjugated continent, while the defenders are almost wholly dependent upon 
transport by air and water for reinforcements and supplies. ; 

In the first flush of nationwide resentment, President Truman’s prompt action 
drew approval everywhere and the administration's implied opinion that the Korea : 
affair would not set off World War III was generally accepted as genuine. 

Eleven days later, as this is being written, here in Washington the surface indica- 
tions all are most optimistic, but underneath there is hustling and bustling and 
planning, all of it reflecting a more serious viewpoint. 

Here is some of the current reasoning: 

MAYBE Korea is just another of Stalin’s “feeler” operations, like the one that 
forced the Berlin airlift. BUT—let’s think and plan as if it might be the PRELUDE 
to war, 

MAYBE Stalin gambled that the rest of the World would treat the invasion 
of South Korea by military forces like it did the political and economic invasions and 
subsequent absorptions of European nations, BUT—having guessed wrong, he may 
decide to “shoot the works.” 

MAYBE all the information we have about Stalin not being ready for a World 
War III is correct and MAYBE it’s all wrong. BUT—this change from Russia's 
underground sabotaging to top-of-ground military aggression looks bad. 

MAYBE Korea is actually a feigning thrust that is designed to deflect attention 
away from the spot where Stalin is getting ready to make a supreme effort (Western 
Europe?) AND our job is not to be caught napping again. 


HERE’S WHAT YOU MAY LOOK FOR: !rom Korea: More bad news than good, for 
some weeks and maybe for some months to come. 
From Official Sources: Statements and reports of a reassuring nature to allay 
: any possible feeling that there is really grave concern over the Korean situation 
while good news about domestic activities will be pouring out of Washington. (This 
is an important election year.) 

rom various departments related to National Defense: Significant inquiries, and 
requests for expediting shipments on existing orders as well as shifting their points 
of destination. 

From Some U. S. Agency: Friendly suggestions for “voluntary” and unofficial 
rationing of steel, manganese, tin, rubber, copper and other basic materials, with the 
“voluntary” slipping into compulsory priority ratings IF and AS the situation should 
make that necessary. (With current “peace” time demands for steel having absorbed 
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COPPER. With the blazing sun having risen in the East on June 25th, 1950 slightly 


(July 6, 1950) 


production to practically 100 percent of capacity for many weeks, the first tightening 
may be expected on steel. ) 

From Somewhere on Russia’s far flung frontier: Reports of disturbances, 
incidents, “needling” sorties. 


BASING POINT BATTLE. ‘hat piece of legislation for clarifying the question of delivered 


prices, etc., was passed by both houses of Congress as predicted (\W. S. March 1950), 
but after ten days of under-cover stewing President Truman vetoed the bill. That 
put the whole situation right back where it was 2 years ago when the U. S. Supreme 
Court pronounced the death sentence on the basing point system used in the cement 
industry. 

With chances for early clarifying legislation very remote, business should re- 
member the following: (1) Basing point pricing remains definitely taboo and the 
Federal Trade Commission will clamp down on any plans or practices that eventually 
result in identical delivered prices for all buyers. (2) There is nothing illegal in 
absorbing freight charges or quoting delivered prices as an individual concern or 
seller, providing there is no collusion or conspiracy or a planned course of action 
agreed upon with others. In fact the Department of Justice, the Federal Trade 
Commission and President Truman are in agreement on this point. (3) When you 
decide to ‘‘meet a competitor’s lower price in good faith” and turn up with a quotation 
that is identical with others, you can expect to be in trouble—unless this fall the 
U. S. Supreme Court rules otherwise in the Standard Oil of Indiana case. 

Actually that presidential veto was provoked chiefly by the fact that the bill would 
have made “meeting a competitor's price in good faith” an almost airtight defense 
against charges of price discrimination, 

The things that both the Department of Justice and the F.T.C. are trying to elimi- 
nate from the business scene are practices or pricing systems that involve collusion, 
concerted action, conspiracies or any type of agreements of which the net results are: 
uniform prices or price discrimination or restraint of trade. 

These basic concepts are not likely to be disturbed by that S.O. of Indiana 
decision due this fall. But a law clarifying the present muddle on this subject is sure 
to come. 


smeared with blood, shed in the early hours of the Korean war, and no one able or 
willing to say what Korean events might foreshadow, the House of Representatives 
the following day passed unanimously a bill to continue the present suspension of 
import duties on copper for another two months. 

That red metal is indeed of great strategic importance and with our domestic 
supply dwindling steadily, and another national emergency perhaps in the making, 
no artificial barriers are likely to be erected that might stop or diminish the flow of 
that precious war metal into this country. 


CROP PRICE PROPS. Promptly after Senate action authorized an additional $2 billion 


borrowing power for the Commodity Credit Corporation and without waiting for the 
President's signature to the bill, the U. S. Department of Agriculture announced crop 
price supports at Ninety Percent of parity for 6 basic crops—corn, cotton, peanuts, 
rice, tobacco and wheat. Vrice support is predicated upon strict observance of acreage 
allotments while special marketing quotas will apply on cotton and potatoes. 

The “forward pricing” system, previously authorized, which literally puts a floor 
under basic crop prices before planting time, cannot be used until 1951 because the 
necessary financing capacity was lacking, while the 1950 planting season was in 
full swing. 
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Firmly, Permanently 


Grip Both Rigid and Thin Wall Conduit! 


Recommend and sell Appleton “Sta-Tite” 
Pipe Hangers for ruggedly dependable 
performance under the most severe serv- 
ice conditions. 

Easy installation of these sturdy pipe 
hangers is assured by clean threading, 
smooth finish, expert over-all design. 

Made of tough Malleable Iron in 
Appleton’s own foundries and fabricat- 
ing plants, “Sta-Tite” Pipe Hangers 


APPLETON 
SAFETY SWIVEL HANGERS 


TYPE 
"SSH" 


speed and simplify complex jobs. They 
are adjustable to permit the running 
of conduit parallel to the beam, at right 
angles or at any angle in between. 

Whatever the wiring requirement, 
you'll find the fitting that exactly suits the 
purpose in the 15,000-item Appleton 
Line. For faster completion of better 
jobs, sell Appleton—STANDARD FOR 
BETTER WIRING. 


WRITE FOR COMPLETE CATALOG INFORMATION 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue *¢ 


Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd 
CLEVELAND, 1836 Euclid Avenve ¢ SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 
227 Frisco Bidg. © LOS ANGELES, 100 N. Senta Fe Avenue * ATLANTA, 724 
Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. © MINNEAPOLIS, 305 
Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St 
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Patent 
Applied For 


Resident Representatives : 
. Dallas, ind , Kansas City, Orlando, 
Milwovkee, New Orleans, Seattle 


Designed to assure adequate support for 
heavy duty lighting fixtures used in industrial 
installations. Entire weight of suspended unit 
is corried by a fixture stud, greatly increasing 
load copacity of hanger unit. 


Export Representatives: 
international Standard Electric Corp., 67 Broad St. New York 4, N.Y. 


Type “PHS” for use with single condulh 


Type “PHD” with two conduits parallel 
with structure! shope. 


Type “PH” with strips for 
suspending groupsof pipe 
from structural shapes. 
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Meiting time’ 000193 Arcing treme’ 000193 


Interrupting test conditions: 3 phase, 60 
cycle 500 volts, 12% power factor 
118,000 RMS amps available short circuit 
current (202,000 amps peak). 


Certified test results: Short circuit stopped 
in .000193 second. Fault cleared in 
.000386 second by 30 amp 600 volt 
Amp.-trap current limiter; recovery voltage 
— 705 volts peak; let-through current 

5,660 amps peak, only 4.8% of available 
current. Complete report on request. 


Short Circuit Stopped by Amptrap 


Device in .000193 Second 


ON AVAILABLE CURRENT OF 202,000 AMPS 


as fast as the blink of stroboscopic 
light that stopped the action in the above 
photograph in 1 50,000 second, Shawmut 
Amp-trap current limiters can interrupt 
short circuit currents up to 255,000 am- 
peres on circuits up to 600 volts AC or DC 


. wilhout noise or flame. 


How it works. The Shawmut Amp- 
trap principle consists of a silver link em- 
bedded in quartz sand. The short circuit 


SHAWMUT Amptrap 


Current Limiters 


current melts the link while the quartz 
sand, absorbing the heat of the arc, instan- 
taneously changes into glass of high die- 
lectric value. 


Electrical wholesalers: Shawmut 
leadership in circuit protection engineering, 
as proved by Amp-trap devices, creates 
greater acceptance for the Shawmut line of 
T-D Renewable, One Time, Trion and 
C-Q-T Fuses. That means business for you. 


SHa 


IMITERS 


Ams 
5,660 amps (peak) or let 
‘ya 
CiR Mur 
“MAT 
CURRENT 
L 
... the ultimate in low-voltage circuit protection Protection rately Engi 
SINCE 1893 972 Merrimac COMPay 
os The Most Complete Line of Circuit-Protection D im = 
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HERE’S ANOTHER PROFITABLE BLACKBURN 
ITEM FOR YOU 


The Blackburn TWO-BOLT CLAMP is de- 
signed for both inside and outdoor use. Thus, 
one stock will suffice for both the utility and 
the electrical contractor trade. 


In recent years a large demand has de- 
veloped for this type of connector because 
of its high efficiency on stranded wire and 
cable from 1/0 to 1000 MCM. It is used out- 
doors for taps, service entrance connections 


Jasper Blackburn Products Corp. 


Builders of Quality Connectors for 15 Years 


FIRST, MADISON AND CLINTON STS. «© ST. LOUIS 6, MO, 
Phone CEntral 3007 


and dead ending. It is particularly good for 
the latter because its exceptional grip on the 
wire produces a joint which will not slip. It is 
used inside for splices and taps and is fully 
Underwriters’ approved. 


Blackburn Hi-Strength TWO-BOLT CLAMPS 
cost less than other types of connectors com- 
monly used and are priced to give the 
wholesaler a good spread. 


Mail Coupon for Sample and Full Details 


me sample and further information on the BLACKBURN 


Send 
TWO-BOLT CLAMP 
Wire Size Used 
Your Nome 
Company 
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OTHER PROFIT ITEMS 
“FOR YOUR BUSINESS 


Porcelain receptacles built for long 
life and dependable service. Imper- 
vious to normal lamp heat. Excel. 
ient insulators. Easy to keep clean. 
Easy to wire and install. 


Type “CR” Enclosed Switch, left, is 
general purpose switch, front oper- 
ated. 30 Ampere size for plug and 
30 and 60 Ampere sizes for cart- 
ridge fuses. Pull out type enclosed 
switch is shown at right. 


For OUTDOOR installations ex- 
posed to weather . . . for INDOOR 
installations exposed to excess 
humidity. 


Flush tumbler switch has small 
Bakelite base, installs quickly. Ex- 
tremely sturdy. Type ‘“T” rating 
for 10 Ampere loads. 
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OFFER YOUR CUSTOMERS 


Give the architect and contractor more latitude, and assure them of higher quality, 
by stocking our plete line of wiring devices. This line gives you “bread and 
butter” items, labor-saving features, and specialties. It's up to date for today’s 
construction. You'll find no more complete line anywhere. Remember, more wiring 
devices are being sold today than ever befere. Get your share of this profitable 
and repeat business. Be prepared to render a complete service, and prompt ship- 
ment, from adequate stocks of these high quality, reliable, accepted wiring devices. 


We are promoting the importance of adequate 
wiring, and quality wiring devices, through a series 
of ads like these to the architects and contractors 
who are the major buying influences. The rest 


is up to you. 


Branches in: Boston, Chicago, Cleveland, Cincin- i , Boa 
nati, Dallas, Denver, Detroit, Los Angeles, New j Me NING 
York, Philadelphia, San Francisco, Syracuse : OME 
In Canada: Arrow-Hart & Hegeman (Canada) 

itd., Mt. Dennis, Toronto 
For more information, write today to: 

1607 Laurel St., Hartford 6, Conn. 


QUALITY MADE — PROMOTED TO YOUR TRADE 
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THE ARROW. HEGEMAN ELECTRIC COMPANY 
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Convention Report 

Production procedures of a publication involve a series 
of “deadlines,” each of which must be rigidly observed 
if the magazine is to commence rolling off the presses 
and into the mailing room at the time called for in the 
Post Office schedules. 

The June dates of the Atlantic City convention were 
days when normally our editorial staff would get the 
last of the editorial copy for the July issue to the type 
setters to “make” the proper deadline. So, in order 
to be able to attend the convention, our staff had to 
get all the editorial material for our July issue into the 
works before leaving for Atlantic City. 

Obviously the customary comprehensive report of 
the convention with its mass of photographs could not 
be available to make the July deadline and so will be 
featured in the August issue. 

A round-up news story is published in the news sec- 
tion of this issue. 


* 


Museum Piece 

From friend A. J. Musser, president of Dauphin Elec 
trical Supplies Company, Harrisburg, Pa., came a 
letter under June 19, 1950, dating, which read in part 
as follows: “I want to tell you how much I appreciate 
vour making available for us the Registration List of 
Distributors and Manufacturers at our convention 
year after year. It is a bigger help to us than you 
realize, I am sure. We deeply appreciate this con- 
tinuing service... .” 

That letter goes into our museum of rare specimen 
because never to our knowledge, certainly not within 
the last eleven years, have we been favored with a 
letter of appreciation for our Registration List service 

It must be apparent to everybody that getting out a 
list of such proportions within comparatively few 
hours after the deadline hour, is a big job and costs 
a lot of money. Sometimes it has kept our entire 
staff working until far into the night or until early 
morning to make lists available the following forenoon 
—all for free. Until that letter arrived everybody 
seems to have taken the appearance of those registra- 
tion lists for granted and we have been showered only 
with complaints: about lists being late, or not giving 
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the room numbers, or having a name missing, or some 
other gripe, but never a nice ray of sunshine such as 
the above quoted letter provides. 

Thank you, Mr. Musser. 


* 
F. H. A. Birthday 


Celebrating its sixteenth birthday, the Federal Hous 
ing Administration broadcasts a summary of its per 
formance record, which enabled over 12 million house- 
holders to improve their housing conditions. 

Since its inception 16 years ago the F. H. A. has 
insured over $20 billion in property improvement 
loans applying to 1012 million properties and mortgage 
loans involving about 3 million units, and all money 
advanced was supplied by over 18,000 private lending 
institutions throughout the country. 

Through the years F. H. \. reports to have paid 
all its operating expenses out of income from exam- 
ination fees and insurance premiums, paids dividends 
totaling $22 million to borrowers who paid off their 
mortgages and still claims $230 million in reserve and 
capital left. 

That's a fine record, but if a private enterprise 
should publish such a report, the Department of Jus 
tice would probably be hot on its trail for being ob 
viously a monopoly or too big, on general principles 


* 


Construction Skyrockets 
Recent figures published by two government agencies 
the Department of Labor’s Bureau of Labor Statis- 
tics and the Department of Commerce's Construction 


Division—as well as by Engineering News-Record, 
show conclusively that total construction activities 
throughout the country are skyrocketing construction 
dollar figures to new records. 

May construction put in place totaled nearly $2 
billion, which is 23 percent above May 1949. Private 
construction in May was 27 percent higher than May 
1949. Home building for May was estimated at $825 
million or 56 percent above the same month in 1949, 

For the six weeks ended June 15th, industrial con- 
tract awards were 18 percent above the same period 
of 1949, while during the first five months of 1950 
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The forecast for ’50 is high! Rewiring contracts are 
up—way up—from $95 million to $120 million. 

And Anaconda is giving industry a powerful push— 
telling it through national advertising to rewire plants 
NOW—to “POWER UP—And Be Prepared’’! This 
means more business for electrical contractors—more 
business for you, the wholesaler. 

We're winging them now for you—encouraging all 
industry to get the benefits of complete electrical 
modernization. 

HERE’S HOW YOU CAN HELP: 

Ask your Anaconda salesman to supply you with 
your free ‘“‘Contractor Sales Kits.’’ This hard-hitting 
campaign gives your contractor customers the am- 
munition they need to carry out the program. A 
complete guide to wiring systems, direct mail pieces, 
booklets—all pointed at plant management—all 
wrapped up in one neat package. 

Call your Anaconda salesman today for more in- 
formation. Tie in with this nation-wide promotion. 
Remember, more power for industry means more 
profits for you! Anaconda Wire & Cable Company, 
25 Broadway, New York 4, New York. 60395 A 


This symbol means 
‘ business for YOU in 


Anaconda'snew Wiring 


® 
to sel ANACONDA P 


It’s good business , 


and be power. 
prepared! 


WIRE AND CABLE 
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the value of all types of construction was nearly 21 
percent above the same period of 1949. 


* 


Your Chance To Tie In 

The Edison Electric Institute reports that the Na- 
tional Promotion Committee of the Planned Lighting 
Program has just completed a national survey which 
shows that 79 electric companies or 93 percent of the 
companies replying will conduct lighting sales pro- 
grams during the latter part of 1950. 

Of those 79 companies 96 percent will stress com- 
mercial lighting promotion; 82 percent will include 
promotion of home lighting; 90 percent will include 
industrial lighting, and 73 percent will stress farm 
lighting. 

Also, of the replying companies 91 percent expect 
to use Planned Lighting Program material in their 
sales effort and “100 percent endorsed the Planned 
Lighting idea as the most effective vehicle for 
lighting promotion now available to the electrical 
industry.” 

We say “Amen” to this statement and add that any 
electrical wholesale distributor who fails to tie in with 
the Planned Lighting Program is missing the best 
sales-building opportunity ever afforded in the light- 
ing field. (If evidence of how well it can work is 
needed, refer back to the March 1949 issue of ELec- 
TRICAL WHOLESALING and the history of the Roches- 
ter Experience. ) 


* 


*“NARODNI PODNIK’— 
Don’t Let It Happen Here! 
In the ancient city of Prague, capital of that once great 
Czechoslovak Republic, which is now slowly fading 
from the world scene behind Stalin's Iron Curtain, 
the names of proud Czech owners are being removed 
from the business establishments they own—many 
for generations in the same family—and the new label 
carries the words “Narodni Podnik,” which means 
“National Enterprise.” 

During the late war and with the tacit consent of 
our New Deal Government, Russia took under its 
wing three tiny republics on the Baltic Sea—FEsthonia, 
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Latvia and Lithuania and there established the 
Northern anchor for the lron Curtain of Continental 
Europe. At Yalta it was assured of the Central 
anchor for that Iron Curtain—Eastern Germany and 
Berlin—and our victorious armies practically had to 
“cool their heels” for days while waiting for Stalin's 
armies to come along and take possession of that 
priceless prize. 

Since the surrender of Germany the Russian Bear 
has moved across Europe, inexorably, irresistibly, 
never authoritatively challenged and always following 
the pattern first used on those tiny Baltic states. With 
an Eastern Anchor safely established on the Black 
Sea, the Iron Curtain has spread its sinister mantle 
over many age-old nations like Bulgaria, Roumania, 
Hungary, Poland and Czechoslovakia. 

The same techniques, so successfully used in Europe, 
are being applied to the continent of Asia and, bearing 
in mind all the facts about communistic activities in 
these United States of America that have been brought 
to light during recent months, who is there to deny 
that a beachhead has not already been established in 
this country, home of Free Enterprise ? 

You, who are proud of the name you bear, proud of 
the name that today is displayed prominently on the 
door or building and on the stationery of your busi- 
ness enterprise, carry those words, “NARODNI 
PODNIK,” deeply carved into your consciousness as 
a warning that “it can happen here” if too many of 
our 150 million people complacently forget that “Eter- 
nal Vigilance Is the Price of Liberty.” 


* 
Pickle Wholesalers In A Pickle 


In New York City the State’s Attorney General hauled 
fifteen key members of the Pickle Merchants Asso- 
ciation into the Court of Special Sessions on charges 
of conspiring to restrain competition in the production 
and marketing of bulk pickles and allied products, 
after grand jury action, based on information obtained 
through a two-months investigation 

[he prosecutor claims to have evidence that the 
association has made it difficult for newcomers in the 
industry to do business, with the result that members 
could charge such prices as the traffic would bear. It 
is also reported that the Attorney General is prepar- 
ing a civil action under the anti-monopoly laws. 

What a pickle to be in 


EDITOR’ 
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REVOLUTIONARY DEVELOPMENT 


; 


Stab-lok outmodes all popular fusible equipment up to 60 amps! 


REGISTRATION APPLIED FOR 


“BIGGEST business opportunity in years!” 
“Outmodes practically all of today’s popular 
fusible devices!” “Safest, most convenient cir- 
cuit protection at unbelievably low cost!” “No 
better breaker at any price!”. ..That’s what 
they're saying about the new Sras-Lox...and 
here's why: 


40 


The Sras-Lox System is simplicity itself. It 
consists of individual Stas-Lox Circuit Breakers 
and only 9 Stas-Lox Enclosures. By snapping 
breakers of the required ampere ratings into the 
right-size enclosure you can meet practically 
any circuit protection requirement in seconds. 

Not only is the Federal Noark individual pole 
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BREAKER PROTECTION AT FUSE BOK PRICES/ 


INDIVIDUAL 


Stab-lok 


CIRCUIT BREAKERS 


Stas-Lox Circuit Breakers have a new self- 
locking plug-in method of breaker insertion. 
Breaker stabs make instant, positive contact with 
specially designed busses. Cooperative thermal- 
magnetic trip action passes momentary current NEW STAB-LOK SELF-LOCKING PLUG-IN METHOD: You can insert o 
surges but responds at once to shorts and dan- STAB GK ful and end 
gerous overloads. Doubly dependable Stas-Lox in place without using screws. 
breakers come in a range of 15, 20, 25, 30, 35, 


Single pole STAB-LOK. Its com- 


40 and 50 amperages, single and simultaneous . plete metal heart is micromati- 

cally calibrated before inser- 

trip double pole. tion in case . . . only one sold- 


low cost in the Stas-Lox System has been 

attained only by Federal Noark’s engineered use 

of unique developments and by specialized multaneous trip action assures 
A double pole protection. No han- 

assembly techniques that slash costs. dle ties. Only popular priced 


breoker with this feoture 


Stab-lok 


Most of the new Stan-Lox Enclosures are the 
unique Noark “combination” type for either flush 
or surface mounting. Each enclosure has an insu- 
lated neutral which is groundable on all equip- 
ment suitable for service entrance . . . Their 
capacity range constitutes a complete line that 
replaces loadcenters up to 16 circuits, panel- STAB-LOK “FLUSH-SURFACE” ENCLOSURE: “Flush-Surface” Enclosures 


ore delivered with picture-type frame in place and ready for surface 


boards up to 20 circuits, and fusible switches mounting. For flush mounting in plastered walls, discard frame and 
t 60 - mount box on studding; in dry walls, same procedure except cut hole in 
up oO amps. wall board to dimensions of inside flonge 


Sras-Lox System the most flexible and conve- BREAKER PROTECTION AT FUSE BOX 
nient, it is also the most economical ever de- PRICES. Federal Electric Products Company, 
vised. Stas-Lok enables you to get CIRCUIT 50 Paris St., Newark 5, New Jersey. 


FEDERAL 


Stab-lIok Circuit Breaker System 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales Offices in principal cities. 
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for added protection 


For any indoor or outdoor location subjected to heavy concentra- 
tions of non-flammable vapors, gases, dusts or moisture, Pyle sup- 
plies a complete line of the highest quality industrial lighting 
fixtures delivering dependable and efficient illumination. Under 
these conditions vaportight lighting Pylets have an exceptionally 
long service life due to their heavy duty construction and especially 
efficient sealing features. 

Bases are available in galvanized cast iron, aluminum alloy and 


bronze. Receptacles in porcelain and heavy duty molded bakelite. 


The bases have a large wiring chamber which remains vaportight 
even though the glass globe is broken or removed. The heavy 
guards, with or without shields, snap into a taper on the base and 
may be turned and locked in any position. 

The superlative Pylet line for lamps from 10 to 200 watts includes 
a complete selection of hub arrangements, with or without a switch; 
varied types for conduit, outlet box, surface, wall and handrail 
mounting: single, two and three gang fixtures; four reflector 
styles; portable hand lamps: and midget fixtures for LO watt lamps, 


Consult your Pylet catalog 1100 for complete listings. 


THE PYLE-NATIONAL COMPANY 


TISZNORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


District Offices and Representotives in Principal Cities of the United States. Export Department: International 
Railwoys Supply Co., 30 Church St, New York. Canadian Agent. The Holden Co., Ltd., Montreal 


PLUGS AND RECEPTACLES * FLOODLIGHTS © TURBO-GENERATORS * CONDUIT FITTINGS * MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesalers 
BUSINESS INDEX 
SALES INVENTORIES 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 
AM Grow Publication 


YEAR AGO 


1939 
AVERAGE 


1939 
AVERAGE 


MONTHLY 
INVENTORIES 


MONTHLY 
SALES 


The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for Exrc- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S. 
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Electrical Wholesale 
Distribution 
For the Month of April 1950 


SALES April sales of electrical goods wholesalers re 
versed the trend that had been reported for the previous 
two months and decreased, for all classes of houses com 
bined, 8 percent below the month of March. 

By class of house, full-line wholesalers showed a 
decrease of 8 percent; wiring supplies-construction 
materials distributors a decrease of 4 percent, and 
appliances and specialties wholesalers a decrease of 12 
percent. 

As compared with the same month one year ago, sales 
were up 6 percent for all types of houses combined 
with appliances and specialties wholesalers accounting 
for the largest increase with sales up 38 percent. 
Sales of full-line wholesalers were up 1 percent and 
wiring supplies-consiruction materials distributors up 
3 percent, April 1950 compared with April 1949. 

Cumulative sales for the first four months of 1950 
showed an increase of 4 percent compared with the cor 
responding period a year ago. 


INVENTORIES Inventories of electrical goods whole 
salers (valued at cost and for all classes of houses) at 
the end of April registered an increase of 11 percent as 
against the previous month. Inventories reported by 
full-line wholesalers increased 10 percent; wiring sup- 
plies-construction materials distributors no change, and 
appliances and specialty wholesalers up 23 percent. 
Compared with the same month one year ago, an 
overall decrease of 21 percent was reported with full- 
line wholesalers down 24 percent ; 
struction materials distributors down & percent, and 


wiring supplies-con 


appliances and specialties distributors down 5 percent 

In terms of days’ supply and at the current rate of 
sales, April inventories represented about 49 days of 
business, as reported in March of this year, but a de 
crease of 17 days’ supply over that reported for April 


1949. 


Department of Commerce. The National and Regional analyses 
which follow include the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position 


The Editor. 
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WITH THE ROEBLING LINE wholesalers 
can offer a full range of electrical wires 
and cables . . . more than 60 standard types 
for power, lighting, signal and communica- 
tion circuits. There’s building wire in many 
sizes, constructions, and various insulations 
... power and lighting cables with varnished 
cambric or rubber insulations, covered with 
rubber jacket or metal armor. Naming only a 
few more, there are service entrance, elevator 
control, motor lead and mining machine 
cables . . . bare copper wire and strand. 


IT DOESN'T MATTER what types of elec- 
trical wires and cables your customers and 
rospects are interested in. Whenever they 
ook in their trade papers, Roebling adver- 
tisements tell them about the extra value and 
service economy of Roebling electrical prod- 
ucts. Still other advertisements in Fortune 
and Business Week are addressed to business 
owners and executives . . . Every month, 
Roebling tells your complete market about 


the Roebling line—helps sales by boosting 
the demand for Roebling quality. 


ROEBLING DISTRIBUTORS can be sure 
of filling rush orders as fast as necessary. 
Their nearby Roebling branch warehouse 
always carries a stock of the full line of elec- 
trical wire and cable. The distributor can 
count on prompt deliveries from the branch 
to supplement his own stock. 


JOHN A. ROEBLING’S SONS COMPANY «+ TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 5) Sleeper St. * Chicago, 5525 W. Roosevelt Rd. 

® Cleveland, 701 St. Clair Ave., N. E. ® Denwer, 1635 i7th St. * Houston, 6216 

Nevigation Blvd. * Los Angeles, 216 S. Alameda Si. * New York, 19 Rector St. * 

Philedelphia, 12 \2th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 

1032 N. W. Ave. * Sen Francisco, 1740 St. * Seattle, 900 First Ave. 
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Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


ONSIDERED regionally and with all classes of 
C houses combined, decreases in sales volume were 
reported over the previous month in all regions. De 
creases ranged from a high of 14 percent in the West 
South Central and Pacific areas to a low of 4 percent 
in the Middle Atlantic region 

Compared to the same month one year ago, all but 
two regions reported increases in sales. Cumulative 
figures for the first four months of 1950 compared to 
the same period one year ago showed 7 regions report- 
ing increases and 2 regions decreases. 

The New England area showed the largest increase 
in sales in the month of April 1950 compared with the 
same last year. The Middle Atlantic and South Atlantic 
regions also registered substantial gains over the pre 
vious year. 

Inventories on a regional basis conformed to the na- 
tional average with the New [england area showing the 
largest gain, 15 percent, over the previous month. 


APRIL, 1950 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 


SALES INVENTORIES 
April 1950 April 1950 
Compared in %/, with a ding Compared in °%/, with 


Mar. Region Apr. 
1950 (See Map) 1949 
—9 —26 
— 4 —27 
—20 
—20 
— 8 
—I5 
—26 


Apr. 
1949 


— 


STATES COMPRISING GEOGRAPHIC DIVISIONS: RE 
GION 1—Maine, N. Hamp., Vt.. Mass., R. 1, Conn.; REGION 
2—N. Y., N. J., Penn.; REGION 3 
REGION 4—Minn., lowa, Mo., N. Dak., S. Dak., Nebr., Kans. ; 
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Ohio, Ind., Ill., Mich., Wis. ; 


W. Va. N.C. S.C. Ga 
Miss.; REGION 7—Ark., 
Idaho, Wyo, Colo., 
Wash., Ore., Calif. 


Del., Md., D. of C., Va., 
Fla.; REGION 6—Ky., Tenn., Ala., 
La., Okla., Tex.; REGION 8—Mont 

N. Mex., Ariz., Utah, Nev.; REGION 9 


REGION 
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You can count on 


TRIANGLE 


You can see for yourself thet it takes massive 
machines to turn out lead covered and high voltage 
cables to meet today’s rigid specifications. But ma- 
chines alone cannot do the job: behind them must 
be men of many years’ experience in making cable 
— in making it right. 


At Triangle's efficient New Brunswick plant you will 
find modern machines manned by true craftsmen, 
checked by rigorous inspection, backed by unceas- 
ing development and research. To you, this means 
the finest in parkway...power...varnished cambric 
...lead covered cables that can be constructed — 
today's top value in wire and cable. 


Whether your needs are for standard cables built 
to 1.P.C.E.A. recommendations, or for special cables 
tailor made to your own specifications, you will find 
Triangle engineers glad to consult with you. 


Protection Plus—This 
huge press produces a 
smooth, uniform sheath 
of virgin lead for utmost 
cable protection. 


1902 JERSEY AVENUE » NEW BRUNSWICK, NEW JERSEY 


“GLAZON" BUILDING WIRE BARE WIRE ARMORED CABLE “GLAZON’ NON-METALLIC 
SHEATHED CABLE * — SERVICE ENTRANCE, SERVICE DROP, VARNISHED C BRAIDED OR | 
LEADED, TRIOPRENE TRENCH, POWER AND PARKWAY CABLES — RIGID HOT-DIPPED 
GALVANIZED + ELECTRIC METALLIC THIN WALL CONDUIT + — FLEXIBLE STEEL CONDUIT 
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Atlantic City Convention 
Draws Record Attendance 


Members and guests attending the 42nd annual convention of the 


National Association of Electrical Distributors held at Atlantic 
City, N. J., hear frank appraisals of electrical distribution 


TLANTIC CITY—A new attend- 
ance record was set by the approxi- 
2,500 members and 


42nd 


distributor 
guests attended the 
convention of the National Association 
of Electrical Distributors held 
12-16 at Convention Hall in this city. 
But a record attendance was just one 
of the factors which made this conven- 
tion outstanding. Others The 
highly effective use of skits and playlets 
better 
and association resolutions; the extension 


mately 
who annual 


June 


were: 


to dramatize methods of selling 
of the conference booth idea, first intro 
duced at the '49 convention, to include 
250 such handling 
exhibits all on one floor; frank speeches, 
distribu 


booths and material 


including a two-part study of 
tion, by some of the most important men 
in the electrical industry. 


Business Bigness—Good or Evil? 


In his speech, entitled “Morals of Busi 
Charles EF. Wilson, president of 
Electric Co., told the 
ferees at the session of the 
Apparatus and Supply Division that “the 


ness,” 
the General con- 


opening 


principal issue with which we seem to be 

confronted today is bigness in business 

is it right, is it good, or is it evil?” 
He said: “Many 


must henceforth limit the size t 


people are convinced 


that we 
which a company can grow, and by the 
same token that existing large corporate 
should — be 


units, in 


enterprises broken up into 


smaller order to preserve the 
enterprise system, prevent monopoly, and 
avoid an unhealthy dictatorship.” 

Mr. Wilson summarized his opposition 
to this 


firmly convinced of one thing 


follows “I am 
that the 


viewpoint as 
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quickest way to emasculate a business is 
to limit its growth arbitrarily by govern- 
ment regulation, or to carve it up in a 
federal courtroom.” 

“A corporation is more than buildings 
said Mr. Wilson. “It is 


an organization which exists as a source 


and machines,” 


of livelihood and opportunity for its em- 
ployees and its stockholder-owners, and 
it also has a very real responsibility to 
distribute valuable 
and services to the public., Every day 
that voting in the 
market places of our country, deciding 
whether or not that company will continue 


produce and goods 


public is actively 


to live and grow.” 

The following two sessions of NAED’s 
Apparatus and Supply Division heard the 
presentation of a two-part study of dis 
tribution by R. Stafford Edwards, presi 
, and N. J 
The 


dent of Edwards and Co., In 
MacDonald, vice president of 
Thomas & Betts Co., Inc. 


Who Does What in Distribution 


In his part of the presentation, entitled 
Moe?” Mr. 
Edwards related the unhappy plight of 


“Kenie, Meenie, Miney or 
Mr. Moe, a man with a (red-hot) idea in 
mouse traps, who was searching about for 
the best means of getting his product to 
Much of Mr. Moe's 
from his difficulty in dis 


jobber, 


market contusion 
was derived 
tinguishing hetween wholesaler 
and distributor, and his inability to select 
one as his most economical distributing 
medium 

The story of Mr. Moe was taken up 
again later by Mr. MacDonald in the sec- 
ond part of the study of distribution, en- 


titled “Catch a Sucker by the Toe.” If 


the cost of distribution is too high, a 
both consumers and manufacturers are 
claiming, Mr. MacDonald said, “it’s be- 
cause the wrong people—manufacturers 
themselves, non-service organizations, the 
are trying to do the distribution 
distributor is 


users 
job which the wholesale 
more efficiently organized to perform.” 
And the distributor has been contributing 
to this development by failing to vigor- 
ously protect his position and instead he 
has blindly and voluntarily conceded some 
of his most important functions to these 
others without a fight, he said. 
Destructive Duplication 

Mr. MacDonald told the conferees that 
“today too many distributors are acting 
like brokers or jobbers, failing to act as 
distributors for their manufacturers. This 
gives the manufacturer a reason to take 
on—to duplicate— the distributor func- 
tions of investment, the expense of ware- 
housing and marketing centers, and of 
adding to his own sales force and service 
expense to make certain that his brand 
reaches the market without substitution.” 

“This increases the manufacturer’s cost 


of doing business to a point,” he said, 


“where it is economically impossible for 
you distributors to collect for the func- 
tions that he performs in your stead.” 
One of the highlights of the convention 
was the theatrical production, “Up and 
\t Em,” which 
Industrial and Commercial 
Equipment Section of the National Elec 
Manufacturers Association. This 
employing a_ professional 
cast, consisted of a series of skits and 
acts that added up to an entertaining and 
dramatic approach to better marketing of 


was presented by the 
Lighting 


trical 
presentation, 


lighting by distributors 
Road to Welfare State 

“Private Enterprise at the Crossroads,” 
was the title of the address given by Dr. 
Edward F. Willett, Department of Eco- 
Smith College. He stated that 
one of the courses that lies before us is 
the road to the Welfare State and de- 
scribed its “the placing of 
economic welfare of the individual upon 


nomics, 


essence as 
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the state rather than upon the individual 
himself. The conception of cradle-to- 
grave security expresses clearly the philos- 
ophy of the Welfare State.” 

Dr. Willett said: “The program for the 
Welfare State involves varying forms of 
governmental control over 
our economy, ranging from 
minor policing of our business activities 


increasingly 
relatively 


to the active supervision or operation of 
business by government.” 

He added that when government con- 
trols go beyond a certain amount of 
policing of individual practices “it seems 
well to insist that they justify themselves ; 
we have a right to be shown why and 
how government can do a better job than 
that already done by private business 
enterprise. The record of the efficiency 
and success of government in business, 
in this country or any other, now or at 
any other time in history, is uot such 
as to inspire confidence in its superiority 
over private business, but rather exactly 
the reverse.” 


Committee Chairmen Report 


With R. M. Johannesen, chairman of 
the Apparatus and Supply Division, as 
moderator, the following committee 
chairmen gave brief reports and then were 
called upon to answer questions from 
the members: L. W. Taylor, outside con 
struction materials committee; J. D. 
Daly, wires and cable, and armored con- 
committee; J. W. Saladine, ap- 
control 


ductor 


paratus and committee; L. E. 


Barrett, industrial and commercial light- 
ing committee; B. S. Gambill, wiring 
devices committee; W. L. Perry, fan and 
ventilating committee; Martin Levine, 
residential lighting committee; L. E. 
Latham, conduit committee. 


General Session 


The general convention session on 
June 14th opened with an address of wel 
come by Charles G. Pyle, NAED man- 
aging director, and was followed by an 
address by D. M. Salsbury, president of 
the association. Mr. Salsbury also pre- 
sented certificates of honorary life mem 
bership to retired former active members 
of the association. Junior achievement 
awards were presented by Francis E. 
Stern, chairman of the junior achievement 
committee, to Miss Darlene E. Wacholz, 
of the Trico Specialties Co., Chicago, and 
Frank Drayton, of the J. A. Utility Co., 
Detroit. 

The featured speakers at the general 
convention session were Arthur H. (Red) 
Motley, president of Parade Publication, 
Inc., who spoke on “Nothing Happens 
Until Somebody Sells Something,” and 
O. Fred. Rost, editor of ELecrrica 
W HOLESALING, whose speech was entitled 
“Electrical Products Distribution Yester- 
day—Today—Tomorrow.” (The 
mation on which Mr. Rost’s speech was 
based is to be found on pages 73-112 in 


ELECTRICAI 


infor- 


the June issue of 
WHOLESALING,) 


Those attending the general session 


also heard two reports; one by Kendall 
B. DeBevoise, NAED counsel, and the 
other by A. H. Nicoll, chairman of the 
finance committee. The major activity for 
distributor members and guests that eve 
ning was the annual cocktail party, which 
was held in the American Room of the 
Hotel Traymore. 

The convention of the Appliance Divi 
sion of the National 
Electrical Distributors 
address by Joseph B 
dent in charge of RCA Victor Consumer 
Products, Radio Corp. of America. He 
spoke on “The New Radio-Television 
Distribution Patterns.” 

The afternoon 
session was given by G. P. F. Smith, 
president of the Norge Division, Borg 
His address was entitled 


Association of 
opened with an 


Elliott, vice presi- 


major speech of the 


Warner Corp 
“The Advantages of Merchandising Ap- 
Independent Distribu 


pliances Through 


tors.” 
The Independent's Advantages 


“Advantage number one in independent 
distribution,” said Mr. Smith, “is in the 
additional resources it places at the dis 
posal of the manufacturer. It is the only 
avenue of distribution open to the small 
manufacturer of limited means. And it 
has resulted in making available to the 
consumer, products which could not be 
distributed in any other way. For no one 
else would underwrite the risks involved 
in marketing a new and untried product 
Without the independent distributor the 


NAED Convention Elects 
Peirce As New President 


ATLANTIC CITY—W. G. 


Jr., president, Peirce-Phelps, Inc., Phila- 


Peirce, 


delphia, was elected president of the 
National Electrical Dis 
tributors following the general session of 
42nd Annual 


tion recently held at 


Association of 


Conven 


Hall 


the Association’s 
Convention 
here 

Also 


luncheon and 


close of the 
meeting of 
the board of governors was the election 
Distributors, 


announced at the 
organization 


of Benjamin Gross, Gross 
New York, as 
chairman of the 

Rk. M. Johannesen, Johannesen Electric 
Co., Greensboro, N. ( 


Inec., vice-president and 


\ppliance Division. 
was re-elected 
vice president and chairman of the Ap- 
paratus and Supply Division 

W Pitts 


burgh, was elected to the executive com 


Dantorth, Danforth Co., 
mittee and Ralph Brown, General Electric 
Supply Corp., Bridgeport, was re-elected 
to that committee. 

The 
elected to the board of governors: A. D 
Stokes, Stokes Electric Co., Knoxville : 
C. A. D’Elia, D’Elia Electric Co., Bridge- 


following members were newly 


Tracy, Tracy and Co., 
I.; Raymond Rosen, 
Philadelphia; Fred 


port; Harry R. 
Inc., Providence, R. 
Rosen and Co., Inc., 
H. Dendy, Electrical Wholesalers, At- 
lanta; J. H. Bragg, Florida Electric 
Supply Co., Tampa; J. L. Bogden, B. & B 


Electric Co., Cincinnati; J. T. Morgan, 
Charleston Electrical Supply Co., Charles 
ton, W. Va; L. E. Barrett, Barrett 
Supply Co., St. Louis; and 


Warren 


Electrical 
J. R. Thompson, 
Houston. 


Electric Co., 


PAST AND PRESENT—D. M. Salsbury (left), president of the Westing- 
house Electric Supply Co. and formerly president of the National Association 
of Electrical Distributors, congratulates W. G. Peirce, Jr., president of Peirce- 
Phelps, Inc., Philadelphia, upon his election as new president of NAED. 
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small manufacturer would always remain 
small without hope of capturing the na 
tional market.” 

Mr. Smith also described two other ad 
vantages which he said the independent 
distributor offered over branch distribu- 
tion: Greater marketing knowledge and 
a better balanced operation. But inde 
pendent distribution “breaks down when 
it begins to take on the aspects of branch 
distribution,” he said. “It succeeds when 
it has the close, personal supervision of 
the one who has most to gain from its 
owner of the business. It 


both 


SUICCESS, the 


needs his resources, financial and 
physical.” 

The appliance distributing members of 
the association attending the convention 
heard another speaker, W. E 
O'Brien, general manager of 
Toastmaster Products Division, MeGraw 


Electric Co., that he helieved it 


featured 


sales 


State 


“Should be a source of concern to many 


electrical distributors to see wholesalers 


in other fields outdistancing them in elec 


tric houseware sales.” 


Calls for Specialty Selling 


Sales managers who persist in trying 
to sell electric housew through thet 


ares 

] ippl lest 
major apphance and supply salesmen, i“ 
ll ground, not 


trical field, 


to lose 
n the ele 


said, “wi ontinue 


only to competitors 


but to hardware and jewelry wholesalers, 


as well as housewares wholesalers who 


have learned that electric housewares can 
produce big volume for them.” 
Mr. O'Brien sted the 


steps as a 


suge following 


means to set up a successful 


electric housewares operation First. set 
| 


up a separate sales department for electric 


housewares; second, be sure the salesmen 


your electric housewares department 


ire thoroughly familiar with the products 


you handle; third, take complete advan 


tage of manufacturers’ promotions and do 


} 


not neglect sponsoring promotions ot 


your own, so your salesmen will always 


have something new to cover with ther 


ustomers; tourth, see that dealers are 


contacted trequently so they will come t 


look on you as their regular source of 


supply for electric housewares 
convention resolu 


Harry 


Rosen 


The report of the 
tions committer 
Alter, 
reporting On cooperative 
Peter 


was presented by 


chairman, with Raymond 


advertising and 
Sampson 
The 
ferees also heard remarks })y 
man, W.G 
Panel reports which were designed for 


and prompted discussion trom the floor 


reporting on newspaper 


advertising Applian e Division con 


thei 


Peirce, Jr 


were presented by the following commit 


tee chairmen of the Appliance Division 
kK. G, Gillespie, major apphances commit 
tee; R. ¢ 
for market 
mittee; CA 


committee 


Litchfield, special committee 
appl 
com 


development of new 
Parsons, wareh 


D'Eha, electric h 


using 
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SELLING experience amounting to 250 years is represented in the above 
group of sales and office personnel of The Johnson Electric Supply Co., 
electrical wholesaling firm of Cincinnati, Ohio, gathered to congratulate 
Bill Skelton, appliance specialist, on his 30th anniversary with the company. 
Claude W. Johnson, Jr. (front, left), president, presents Mr. Skelton with a 


spun glass fishing rod as a 30-year remembrance. 


Others, from left to 


right, are: Vie Sinclair, vice president; Miss E. A. Schuchardt, secretary; 
W. B. George, sales manager; and salesmen Lou Hoffman, C. H. Gabel and 


J. H, Simpson. 


Future Of Fair Trade Law 


S 
Hinges On New York Decision 


Distributors and dealers throughout the nation will observe 


with great interest the outcome of the court case of R. H. 


Macy Co. on trial in New York for fair-trade violations 


cea trial of General Electric Co. vs 
R. H. Macy Co. in which the former 
that the department store 


sold certain electric appliances at a price 
them 


has charged 


low the minimum set by under 


ovisions of the fair-trade laws, wil 
not be heard until the fall 
Meanwhile New 


the provocative element in the fair-trade 


York discount houses, 


price maintenance squabble, continue to 


as usual. Because a number 


do busmess 


{ manufacturers have suits pending 


ome discount houses to enjoin 


them from selling their products below 
the fair-trade prices, discount houses find 
it more difficult to obtain supplies throug! 


New York 


some 


channels today and have u 


cases been buying through sources 
outside of the city 
and 


Owners of retail appliance stores 


rs of electrical house-wares de 


artments throughout the nation found 
most frustrating problem brought 
Macy ( 


department store 


when R. H 


prices on tair-traded items of a number 
manufac 


Macy's 
large 


of leading electrical appliance 
taking 


entire 


turers In this action, 


notified the nation that the 
number of so-called discount houses in the 


New 


duce prices 


York area was forcing them to re 
that 
facturers had set under the 
the Miller 
New 

Discount hou are operating in prac- 


low which the manu- 
provisions ot 
and 


York State’s Feld-Crawford Act 


'yvdings Federal Law 


throughout the 
City 


tically « lar city 
ountry w York 
partment 

r 100 


alone, de 
estimate there 


store executives 


dealers offering below 


on electrical housewares 


prices 


The department stores report that they 


losing millions of dollars in sales to 


unt Operators 


one bold move Macy's has stripped 


the transparent curtain from one of the 


most offensive operations in the field of 


electrical merchandising Other large 


; 
(2) 
as 
| 
| 
pee 
“4 
@ 
— 
| 
1s 0 
‘ 
a New York slashed (Continued on page 81) 
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ohting Maintenance 


ighting Sales 


IGHTING not end 
with the delivery and installa- 
tion of the fixtures. 
Assume that you and one of your 
have worked 
together and been successful in sell- 


sales de ) 


contractor Customers 
ing a new lighting job to a store or 
factory or institution. In order to 
make the sale you have told the cus- 


tomer about the wonderful benefits 
he will receive from the new light 
ing 

If the customer was a buyer for 
an industrial plant, you pointed out 
that higher production resulted from 
easier seeing ; that good lighting im 
proved the morale and health of the 
employees; that fewer accidents re 
sulted in well-lighted areas. 

Or perhaps you sold the owner of 
a local store on a new lighting job 
that would make it easier for cus- 
tomers to select merchandise; that 
would cut down on the number of 
returns; that would reduce fatigue 
for both customers and clerks. 

No matter what persuasive argu- 
ments you used in closing the sale, 
the fact remains that the customer 
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bought the lighting because he felt 
assured that it would operate prop- 
erly and do the things your de 
scribed. 

But did you tell your customer 
that the lamps and lighting equip 
ment must be maintained properly 
if the benefits are to continue, Did 
you explain to him that dirt can 
cause as much as a 20 percent drop 
in light output in than six 
months ? 

Regardless of whether it was yout 
sale or that of one of your contractor 


less 


customers, you are responsible for 
enlightening the ultimate purchaser 
of the facts of lighting maintenance 
It is your job to see to it that all of 
your contractor and dealer custo 
mers bring the subject of lighting 
maintenance into all sales. 

The importance of lighting main 
tenance was emphasized by the Gen- 
eral Electric Department's 
Carl Egeler when speaking on the 
relationship of lighting and color to 
production, he told delegates attend 
ing the Plant Maintenance Show that 
“almost universal satisfaction results 


Lamp 
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Here’s Why Fluorescent Lighting Maintenance 
Is Important To The Contractor's Customers 


PROTECT YOUR LIGHTING INVESTMENT 

Dirt, the greatest enemy of any lighting installation, can easily cause a 20 percent drop 
in light output in less than six months. The 40-watt lamp, good as it is, can drop 16 percent 
in lumen output during the same time. Add these together and find that you may only be 
getting two-thirds of the efficiency you paid for. That lost third can be quickly and eco- 
nomically restored through our maintenance service. 


MAINTAIN PRESCRIBED LIGHT 


Do you still remember the reasons offered for buying your installation? 
receiving the benefits that were prescribed by the company who sold you your lighting? Easier 
selection of merchandise fewer returns.. better all-over illumination — improved em- 
ployee morale. Those were some of the reasons why you bought your lighting, and if your 
fixtures are dirty and lamps are out, you’re not getting what you wanted and bought. 


Are you still 


AVOID TROUBLE AND WORRY 


Our maintenance service will eliminate forever the many nuisances and aggravations of 
trying to maintain your lighting yourself or with your employees. You don’t need to hunt 
up a ladder, a bucket, some soap, some cloths, replacement lamps, or starters when we are 
doing the job for you. And, too, you know the work will be done regularly when it needs 
to be done—not later! 


ENGINEERING KNOWLEDGE 


There are problems which are bound to arise with any type of lighting—problems 
which neither you or your porter staff are expected to be able to analyze or remedy. It 
is no different to consult a specialist when you suspect lighting inefficiencies than it is to call 
an expert for your typewriters, cash registers, air conditioning system or automobiles. We 
have the knowledge—and it goes with our service. 


IMPROVED APPEARANCE 


This is more important to those who visit you infrequently than it is to you or your 


employees. Dirt accumulates slowly. one lamp out in a multiple lamp fixture can be 


lived with. Sure, you can get accustomed to most anything, but improved appearance was 


a primary reason for your installation, and you're not getting it without regular mainte- 
nance. Our offered service will give results amazing even to you! 


Courtesy of Genera! Electric Co. 


for the brightness and color of the — for the seeing tasks being performed, 
surroundings of the task, both the minimum of direct and_ reflected 
immediate background and more glare, and for comfortable seeing, 
distant walls—in fact, all surfaces 
within the normal line of vision. 
This is necessary to provide com- 


from the improved housekeeping re 
sulting from light and color condi- 
toning 

background brightnesses comparable 
to those of the task and its imme- 
diate surroundings. Independently 
of their color, seeing is easiest when 


“Color and good lighting are part 
ners in producing seeing conditions 
which stimulate high industrial pro 
duction,” Mr “Light 


Kgeler said fortable seeing conditions in many 


ing has grown from the specification 
of footeandles to the addition of 
quality requirements. These involve 
not only the use of source sizes and 
locations to direct 


reduce and re 


fected glare, but also specifications 
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high production tasks involving con- 
tinued difficult seeing even with an 
adequate amount of illumination at 
the work 

“A good lighting system should 
provide an adequate amount of light 


these background surroundings have 
the same brightness as does the task. 
Practical considerations usually may 
make this difficult to obtain, and ex- 
tensive research has shown that if 


the background brightnesses are 
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And Here's How Contractors Can Solve 
Fluorescent Lighting Maintenance Problems 


ia 


STOCK ROPM 


cost. 


REGULAR CLEANING 


On an arranged schedule our trained, reliable men will come to your establishment to 
give your lighting fixtures a thorough cleaning. This operation will entail removing the lamps 
and louvers, and washing the entire fixture with soap and water. 
alone can restore as much as 20 percent of the original light. 


LAMP REPLACEMENT 


A series of regular service calls shall be arranged to replace all burned out and ineth- 
ciently operating lamps. This service assures you of maintaining a high percentage of your 
originally purchased illumination, and also eliminates the need of your keeping a large stock 
of replacement lamps. 


AUXILIARY REPAIR 

On each service call to your establishment a careful inspection will be made of all electrical 
operating parts, lampholders, sockets and wiring connections. 
that you cannot expect to get from your own employees or even the average building main- 
tenance crew. You receive the full advantage of our engineering knowledge at no additional 


LAMP AND AUXILIARY STOCKS 


We assume the obligation of keeping all of the necessary repair parts and lamps in our 
stocks to make any necessary repair on your fixtures or in the connecting wiring. 
specialists in this field, we know of your every possible need, and are in a position to antici- 
pate your wants. 


PROMPT SERVICE 


The proper maintenance of your lighting fixtures is our business—not something to be 
done when there is nothing else to keep us busy. 
service calls, we maintain an emergency staff to take care of serious service disruptions. 


This 


service feature 


This is, of course, a service 


Being 


In addition to our regularly scheduled 


These calls are made at a very nominal charge to our contract clients. 


Courtesy of Genera! Electric Co. 


only one-third of those for the tasks, 
almost as good seeing conditions 
will be obtained 
the most adverse 
brightnesses should not be less than 
one-fifth those for 
the task 

“When adequate illumination of 
good quality is provided in addition 
to suitable machinery, skilled work- 
ers’ production invariably improves 
over what would be obtained with 
poor illumination. One company re- 


However, under 


conditions, these 


to one-tenth of 


ported that 25 percent increase in 
punch press production was gained 
when special local or general light- 
ing was installed. A textile mill in 
creased production 9 percent and 
reduced mending cost 33 percent. A 
machine tool manufacturer reported 
a production increase of 15 percent 
in the first department lighted as 
part of a reiighting and refinishing 
program. Since the added cost of 
good lighting may be only perhaps 
2 percent of the payroll, the return 
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on the added investment can be sev 
eral hundred percent per year.” 

All well-informed lighting sales 
men realize that lighting installa- 
tions must be carefully and regular 
ly maintained at a predetermined 
lighting level whether it be in a fac- 
tory, institution, commercial estab 
lishment or home. 

The cost of light includes four 
items: Cost of lamps; cost of elec 
tricity consumed ; fixed charges, in 
terest and depreciation on fixtures 
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and wiring; maintenance, cleaning 
fixtures and replacing lamps. With- 
out the last item your customers 
cannot get the light they pay for, 
expect and need. 

During the war many plants dis- 
covered that increased efficiency re- 
sulted from properly maintained 
levels of lighting through regularly 
cleaned fixtures and eternal vigilance 
against inoperative lamps. Although 
commercial lighting installations dif- 
fer in design, regular cleaning, re- 
pair and replacement is necessary 
to maintain good lighting levels. 

What can you as a_ wholesaler 
salesman do to improve lighting 
maintenanee ? 

First and foremost, you can and 
must talk up lighting maintenance 
as part of the sale. 

Secondly, you should encourage 
the establishment of lighting main- 
tenance departments among your 
contractor customers because they 
are the logical agency for providing 
a complete lighting service 

The average customer for a re- 
lighting job does not have the help 
to do the job of lighting maintenance 
when and where it needs doing. He 
doesn’t have the proper equipment 
to do the job. He does not want a 
stock of lamps, starters and ballasts. 
His do not 
know 


employees generally 
the causes of operating in- 
efficiency. Here are three important 
reasons for you to present to your 
showing 
enter the 


customers in 
they should 
lighting maintenance business : 

First 


contractor 
them why 
It's a profitable business. 
Phe large volume of lighting equip- 
ment installed during the years since 
the war ended has resulted in mil- 
lions of fixtures which must be kept 
operating 

Second office 
with which a maintenance contract 
is obtained is a preferred “lead” for 


Every store or 


future lighting business. The satis- 


faction you give through conscien 


tious maintenance of the present 


lighting installation puts you in a 
enviable when 


most more 


light or other electrical installations 


sition 


are needed 

Chird—Through your lighting 
maintenance service you can build 
a volume of sales that will carry on 
long after the “fluorescent flood” of 
fixture sales has subsided. In good 
times and bad, there are many who 


have rejoiced in profits from their 
regular flow of lamp business. 
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Here are the main selling points 
that a lighting maintenance depart- 
ment has to present. 

When the owner of any type of 
building purchases a lighting in- 
stallation, he has made a substantial 
investment to provide a definite level 
of lighting. Only by thorough and 
careful maintenance can that light- 
ing be kept at the desired footcandle 
level. 

Dirty fixtures, blackened lamps 
and burned-out lamps mar the ap- 
pearance of a costly well- 
designed lighting installation. 

How can you help contractors to 
organize a lighting maintenance de- 
partment? You can point out some 
of the requirements such as a truck 
large enough to carry a two or three 
man lighting crew, cleaning equip- 
ment and lighting supplies, including 
a carefully selected supply of re- 
newal lamps. 

The cleaning men should be pro- 
vided with stepladders of various 
lengths, scaffolds, as well as clean- 
ing materials such as soap or deter- 
gent, pails, rags, mops, chamois, etc. 
Drop cloths for covering shelves, 
desks and tables directly under cer- 
tain fixtures should be included in 
the list of equipment. The lighting 
maintenance truck must also carry 
a stock of parts, lamps, starters, 
ballasts, wire and tools. 

Although it is possible to operate 
a lighting maintenance business en- 
tirely from the truck, the most suc- 
cess will come when there is a head- 
quarters provided. 

Experience has shown that a two 
man cleaning crew is more efficient 
than one or two men working indi 
vidually. A standard procedure or 
routine should be set up for the 
crew to follow in making a service 
call 

Here are a few check points that 
should help set up a good procedure : 

The driver checks in with the es 
tablishment manager or 
nated representative on arriving. 
The reason for the visit will then be 
established. There is no need to 
bother the management further. 

The driver makes several foot- 
candle readings in the area to be 
cleaned and records them on the 
routing-schedule form. He then 
leaves to make other visits while the 
equipment is being cleaned. 

Be careful in handling materials 
necessary for the cleaning job. All! 
such items should be stacked neatly 


his desig 


A definite plan for cleaning and re- 
lamping is necessary. Sylvania photo. 


REMOVABLE parts should be cleaned 


as close to the fixture as possible. 


without interfering with normal op 
This 


applies even on nighttime jobs be 


lerly han 


erations in the establishment. 
cause the results of disor« 
dling of the equipment will certainly 
be noticed by the management in 
the morning. 

Work out a plan to use the 
plan 
establish 


able equipment etticiently 
will vary with different 
ments. 

\rrange for hot water and deter 
gents which are required for clean 
ing 


Be prepared to take down all re 


movable parts of the lighting equip 
ment, such as louvers, lamps, re 
flecting surfaces, etc. Follow a def 
inite plan in removing parts, clean 


ing and replacement to expedite the 
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ONE TRUCK, properly equipped with ladders, scaffolds, drop cloths, rags, mops, pails, ete., and staffed with a trained crew 
can be set up as your lighting maintenance department. Sylvania photo. 


BALLASTS and wiring should be 
checked at each visit. Sylvania photo. 


work in any given establishment. 

Clean the removable parts as close 
to the fixture as possible. This 
means on the floor close to the lad 
der if ladders are used, or having 
the cleaning materials on scaffolds 
or movable platforms. 

Construct a special portable tank 
that is large enough for louvers or- 
dinarily encountered, but not so big 
as to be unwieldy. Use tanks for 
all removable parts except lamps. 
Tanks should have sufficient free 
board to prevent slopping over when 
moved, A small lip turned in around 
the edges will be helpful in this re- 
gard. Dip glass and plastic in the 
tank to clean. Then shake off ex- 
cess, but do not dry 
synthetic sponges can also be used. 


3rushes or 


LIGHTING maintenance can prevent 
a 20 per cent drop in output. 


Develop a good technique for 
cleaning fluorescent lamps. A spe- 
cial device of some type may be 
helpful, though a damp cellulose 
sponge in one hand works very well 
rhe sponge is wrapped around one 
end of the lamp and pushed to the 
other end. Do not wipe dry. 

Wash off reflector channels and 
those parts that remain attached to 
the ceiling. 

lag defective parts for inspection 
by repairman. 

rhe driver, on his return, makes 
the necessary repairs and takes foot- 
candle readings after cleaning. These 
values are recorded on the truck 
routing-form. 

The customer should always have 
the privilege of calling your com- 
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FINAL check and footcandle read- 
ings by inspector completes call. 


pany when something goes wrong. 
Perhaps arrangements can be made 


to handle on the same day any calls 
received before 3 p.m. during a nor- 


mal week. You may also wish to 
offer deluxe 24 hours a day service 
by retaining a telephone answering 
service. .\rrangements must then 
be made with a maintenance man to 
follow up these calls as soon as they 
are received, These visits outside of 
regular hours should be billed at 
two or three times the regular rate 
per ordinary call. 

Remember that in this service 
business, the sooner the calls are 
handled the better satisfied the cus 
tomer becomes. Most successful 
companies handle emergency calls 
within an hour or two. 
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APPLLANCE CENTER 


Mrs. Jeanette Mowen presses a polka dot handkerchief for 
Bill Kieffer, a district General Mills manager. 
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Paul Coolidge 


Mr. Kocher of Landers, Frary & Clark. 


ET’S get our share of that billion dollar electric 

housewares market, Tristate Electrical Supply 

Co., Hagerstown, Maryland, told its dealers. 
lhe more this wholesale distributing firm thought 
about the sales volume that even a fair slice of this 
market would produce, the more enthusiastic it  be- 
came. 

Being an aggressive, hard-hitting business house, 
Tristate decided this great opportunity should not 
pass by without some special effort on the part of 
their dealers and their own sales staff. 

First—they hired a storeroom separate from all 
other company activities and arranged for an “Elec- 
tric Houseware Show” for its dealers and open to 
the general public. 

Second—they scheduled the show to be held during 
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K. M. Ei Manni 
i . Eicher of Manning, Bowman & Company. HEE of Proctor Electric Company. t ee? 
E. B. Thompson of Toastmaster Division, McGraw Electric Co, 
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John Roper of Telechron, Inc. 


Fletcher Harper of Hamilton-Beach. 


re ¢ 
TRISTATE En. ECTRIC, 
: Mrs. L. S. Quynn, Tristate demonstrator, handles Waring Tristate warehouse is decorated to tie in with National Electric 
Blender exhibit. Housewares Week. 
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4 
Entrarce to special store leased by Tristate Electrical Supply Company. 
4 
ik) > : 
) 
W. B. Keepin and W. G. Martyn of Sunbeam Corporation. 
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FROM FLUORESCENT FIXTURES IS IMPORTANT 


¥ 


specify... FATIFIED BALLASTS 


CERTIFIED BALLASTS assure rated light output from 
fluorescent tubes... you get the light you pay for! 


Some uncertified ballasts reduce light output by as much 
as 20%, even though it is not noticable to the eye. 


Thus, an installation of 8 fixtures using CERTIFIED 
BALLASTS would give the same amount of light as 
10 fixtures with poor ballasts. 


Be sure ... be economical .. . specify CERTIFIED 
BALLASTS. 


CERTIFIED BALLASTS are made to exacting specifications, 

then tested and checked by Electrical Testing Laboratories, Inc., 

an impartial authority, which certifies the ballasts conform to the 

specifications. Up to the minute information on the types of 

CERTIFIED BALLASTS available from each participating 
= manufacturer may be obtained from Electrical Testing Laboratories, 
2? Inc., 79th St. and East End Ave., New York, N. Y. 


FATIFIED BALLAST MANUFACTURERS 


IGH PF 
: Makers of Certified Ballasts for Fluorescent Lighting 


CERTIFIED 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Set up and ready for the crowd. 


Tristate Showed Its Dealers... 


. . how to build store traffic 


. how to push immediate sales 


how to make their stores headquarters 
for electric housewares 


how to develop hot prospect lists 
how to attract new customers 
. . how to sell related merchandise 


. . how to build repeat sales 


National Electric Housewares Week in order to gain 
the added interest created by a national promotion 

Chird—they urged all the manufacturers of electric 
housewares whose lines Tristate handled, to set up 
small demonstration and display areas in the store- 
room, and provide personnel to demonstrate, explain 
and answer questions regarding the products 

Fourth—they invited all their dealers to take ad 
vantage of the show by attending themselves and en 
couraging their customers to come in 

Fifth—they promoted the show with mailings, news 
paper ads and radio announcements 

The large number of ‘Tristate dealers attending the 
show saw for themselves how interested the public 
was in electrical housewares when a well-planned dis 
play-demonstration technique was used. The dealers 
were given an opportunity to learn many worthwhile 
display ideas and note that merchandise made “easy 
to want”’ is “easy to buy” and “easy to sell.” 

Customers who wanted to purchase merchandise at 
the show were permitted to buy with the sales credited 
to whatever dealer the customer designated. 
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Tristaters in charge of the Electric Housewares Show included, 
left to right: R. B. Boyle, Baltimore appliance salesman, Mrs. 
L. S. Quynn, demonstrator, R. G. Wantz, assistant sales super- 
visor, and R. E. Cranmer, Hagerstown appliance salesman. 
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The crowd begins to arrive. 
Factory salesmen and demonstrators at work. 
te 
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If You Value 
Put First T 


HIS Nation, carved from the 
virgin resources of a new con- 
tinent, was founded as a God 
respecting land of justice and op- 
portunity. They worked fervently, 
amid most signal dangers, to create 
a new world where hate and preju 
dice, born of intolerance and bigotry, 
would not blight the lives of men 
and women. They hoped, through 
the beneficent influences of love, tol- 
erance and mutual respect, to weld 
the 
shakable unity. 
These men, the 
Genius of the Supreme Architect of 


American people into un- 


under Divine 


the Universe, did their work well. 
\merica today is a bastion of hope, 
giving courage, strength and guid 
ance to millions of people around 
the world 

The virtue of the 
ability to respect different opinions, 


tolerance and 


beliefs and ideas, have enriched the 
life of America the 
eternal virtue through which good 
conquers evil and truth vanquishes 
untruth. In the glow of tolerance 
the talents of all 
Protestant, Catholic and Jew, alien 
flow 
common 


Tolerance is 


\mericans 
and citizen harmoniously to 
gether in a endeavor to 
erect, stone by stone, the magnificent 
temple of free government 

this Nation 
a vast reservoir of untapped strength 


Tolerance has given 
to survive the perils of the present 
and to create the new world of to 
The very virtues which in 
and 
pressed in many areas of 


morrow 
have re 
the 
have become fountains of strength, 


tolerance prejudice 


world 
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our 


ings 


By J. Edgar Hoover 


Director 
Federal Bureau of Investigation 
United States Department of Justice* 


inspiration and achievement in 
\merica. 

Many individuals 
however, both 
the Nation, 


consistently abuse and defile it. In 


and 
and 


groups, 
within without 
hate tolerance—they 
fact, these elements, the criminal and 
the subversive, are utilizing Ameri 
ca’s tolerance as a cloak to plan and 
to perpetrate crimes which, when 
successful, destroy the very tole: 
them to 
Polerance 


ance which enabled 
their 


lawless is a springboard for infamy, 


gain 
victories. for the 
deceit and intolerance 

hese elements, which would de 
American liberty, are today at 
They 

impugning the 
to establish the triumph of 


stroy 


work in America desire, 


through rights of 
others, 
the | 
their own evil causes. The greatest 


Nation 


toleration of crime 


crime in our today is our 
\merica’s tol 
erance is predicated upon the prem 
ise of equality and justice for all, a 
tolerance which must be merited, 
cherished, and constantly practiced. 

When a minority group, by abus- 
ing tolerance, attempts to destroy 
the fabric of democracy, it forfeits 
its right to a Nation’s tolerance. Tol 
erence toward tvranny is absurd 
We. the beneficiaries of a heritage 
of tolerance, have a duty to defeat 
subversive and 
for the future the 


which 


the criminal and the 
thereby preserve 


constitutional liberties have 
made this Nation strong, respected, 
and a refuge for the oppressed 

The times 


forthright 


demand candid and 


words. Communists have 


been and are today at work within 


There 

life 
Pheir 
allegiance is to Moscow; their hopes 


\merica. 
American 
traverse 


the very gates ot 


are few walks in 


which they do not 
are spurred by the writings of Marx 
and Lenin, not Jefferson, Madison 
their enthusiasm ts 


and Lincoln; 


whetted by expediency and deceit, 


not tolerance and brotherhood. 
\theistic materialism is their idol; 
destruction of the God of 
goal. Wherever 


nave m 


thic our 


fathers their they 


may be, they common one 


diabolic ambition: to weaken and to 
eventually destroy American democ 


by stealth and cunning. Theirs 


built 
deceit and tyr 


racy 


Is an organization and sup 


dishonor, 
anny and a deliberate policy of 


hood. They 


ported by 
false 
know that as long as 
the ideals of common endeavor, mu 
remain 
bring to 


tual respect and tolerance 


alive, they can never 


fruition the Communist world revo 
lution 
Communists consider 


Number One Enemy. 


Phat is why 
\merica thei 
\ strong An 


spiritually, is a 


erica, materially and 
constant beacon of 
light, buoying the hopes and aspira- 
millions of 


hed 


tions of men, women, 


ind children crus under the yoke 


of tvranny which today 


controls the destinies of one-third 


f the peoples of the world 


Communists possess a well 
destructive 
force of approximately 55,000 mem 


States 


knit, closely disciplined, 


bers in the United In actual 


numbers, their membership may not 


be large, nor have the Communists 


polled at any time a large number of 
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J. Edgar Hoover 


votes in an election. This has been 
cited by the ignorant and the apolo 
gists and appeasers of Communism 
in our country as minimizing the 
danger of these subversives in our 
midst. 

The actual strength of the Com- 
munist the United 
States is not something that can be 


movement in 


accurately stated in just so many 


figures. It has to be measured large- 


ly by the general mass influence of 
We no 


importance of 


the Party and its program. 
longer measure the 
revolutionary organizations by size 
In some places where there are only 
results are 
they 


two men, more 


than 


one of 


obtained where have 
larger organizations 

But, behind this force of traitor 
ous Communists, constantl, gnaw 
like termites at the 


ing away very 


foundations of American society, 
stand a half million fellow travelers 
and sympathizers ready to do the 
Communist bidding 


though 


These imdi 


viduals, not identified as 
Communists, are extremely danger 
this 
as hypocrites and 
| 


ous to the internal security of 
Nation 


moral 


because 
swindlers they seek the pro 
tection of the freedoms which 
seek to destrov. 


} 
the 


hey 
he 
constantly 


They represent, for Com 


munist movement, a source of 


wealth: financial resources; the cre 


ation of valuable contacts; levers 


economic and_ political 
for 


ayents. 


social, 


pressures; recruiting grounds 


espionage information and 
Moreover, they do their work anon- 


ymously, in “front” organizations, 


and wherever they can exert the 
greatest influence, each doing his 
share to the best of his ability. 
These individuals are difficult to 
detect. They are disdainful of the 
very tolerance which enables them 
to betray their country. They prac- 
their double-dealing, double 
minded, double-tongued and double- 
faced tactics on all tronts of 
\merican life, whether it be in poli- 


tice 
our 


tics, in labor, in the press, 1n radio, 
in motion pictures, in the schools or 
even in some of our churches. 

The Communists have their mem- 
bership concentrated in certain key 
areas of the United States—pri- 
marily in strategic industrial and 
population centers. This member- 
ship is coordinated through a na- 
tional leadership and a dedication to 
an alien hate which looks abroad for 
its direction. If additional personnel, 
perhaps for a political pressure cam- 
paign, for infiltration into a labor 
union, or for a militant educational 
program, is needed, National Head- 
quarters of the Communist Party 
will peremptorily transfer members, 
temporarily or permanently, into the 
strategic area. 

Communist members, body and 
soul, are the property of the Party. 
(hey scorn the standards of Ameri- 
can democracy. They function like 
puppets on a string, ready at a mo 
mnent’s bidding to execute the will 
of the directing master—the Red 
“Hitler” at Moscow. 

Ihe Party, thereby, through mo 
bility, central direction, and the dis- 
ciplined fanaticism of its converts 
can, at any given moment, achieve 
power and strength in a limited sec- 
tor. At this 
well-organized and expertly super- 
that 
gains out of all proportion to their 


times, pressure is so 


the Communists achieve 


\ ised 


That is the se- 
the 


numerical strength 
cret of Communist success; 
tragedy of democratic resistance 
United 
States is at once revolting to every 
right thinking American. We have 
seen the Communists at work and 
have application of 
their principles sufficiently to know 


The thought of a Soviet 


observed the 


what would happen here if they suc 
ceeded in the attainment of their ob 
jectives. If every American faced 
the reality of what the fulfillment of 
the Communist would 
mean to him, he would be inspired 


objective 


to work harder to protect and pre 


serve the individual liberty and free- 
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dom which is part and parcel of our 
American way of life. 

But the strength of Communism 
is also its weakness and worst en- 
emy. The Communists, by fanati- 
cally following the Marxist-Leninist 
philosophy, have reversed life—they 
are attempting to create through de- 
struction, to gain victories by glori- 
fying defeat. To build a 
new 


“bright 
world,” they are degrading 
man, taking from him, idea by idea, 
thought by thought, attitude by at- 
titude, the values of independent 
reasoning and truth seeking. 

The very ingredients of eventual 
intelligence, judgment and 
moral reserve 


success 
are being systemati- 
cally and ruthlessly denied him. In 
return, they infuse into him, idea by 
idea, thought by thought, attitude 
by attitude, the dialectics of mate 
rialism and secularism. 

The end result of this alien “re- 
blooding” of thousands of men and 
women is to create a “Communist 
man’’—a creature intellectually ster- 
ile, spiritually void and oblivious to 
the realities of life. This creation, 
“Communist man,” on whom the 
Communists depend to conquer 
their future new world, is democ- 
hope. This robot 
thoughtless, lifeless and senseless 
eventually will be the shoal on which 
Communism will flounder and die. 

In these troubled days, a civiliza- 
tion is at stake. 


racy’s chief 


Each day we come 
closer to an eventual hour of de- 
The outcome of Western 
civilization, the peace, security, and 


Cision, 


freedom of our children hang in the 
balance. Never 
when there 


time 
need to 


there a 
greater 


was 
was a 
put first things first 

The struggle for the preservation 
of our freedom places a duty on 
every man, woman, and child in the 
Nation to do his bit in order that 
this Government of the people, for 
the people, and by the people shall 
continue to flourish. If each of us 
does his duty, the outcome is cer 
tain Architect 
give us the strength, wisdom, and 


The Supreme will 
guidance to triumph against the on 
rush of Red \theistic 
Communism 


Fascism and 


*Excerpts from an address delivered at 
the Dinner of the Grand Lodae of New 
York | md A. M. held at the Hotel 
Astor, New York City, May 2, 1950 
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FREQUENT CHANGES in store and display lighting are readily made with 
trolley duct system; complete flexibility and portability is possible. 


SPOT LIGHTING UNIT is shown being 
snapped on to trolley duct in a position 
to display merchandise in window to best 
advantage. 


HE USE of trolley duct as a 
power source for store light 
ing has resulted in a new } 

flexibility for display 

It fills a vital need for either the 
large department store or the small 
specialty shop where fairly rigid 


lighting limitations have always been 
established by fixed outlets. | 
To the wholesaler’s salesman it 


vives a sales opportunity into which 


he can really “sink his teeth’ in 


PROPER ACCENT of displays is easily achieved since incandescent spot units going after the huge store lighting 
can be easily attached to any point in the wiring system. market. enabling him not only to 


build his own sales volume but to 


bring an even better service to his 


store customers and prospects 


(,00d lighting in window and store 
an unportant part im 


display plays 
the scheme of selling for it can do 


much in attracting customers to the 


store, bringing them into the store 


and inducing them to buy once they 


are inside 
Thus, in merchandising of any 


tvpe, light is a recognized factor in 


making or breaking a sale and any 


thing that increases its accessibility 


and flexibility is gladly welcomed by 


display manager, department head 


and store owner alike 


The frequent change of window 


displays and floor display areas 


which are essential in retail mer- 


chandising means that lighting, too, 


FOUR UNITS are shown here snapped on the trolley duct and beamed in the 
directions needed. All photos by General Lighting Company, must be changed and adapted to 
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For Display Lighting Flexibility 
ell A Flexible Conductor System 


Successful adaptation of trolley duct to store installation offers new display 


possibilities plus a big sales opportunity for aggressive wholesalers’ salesmen 


specifically meet the new display 
conditions 

Environment can be easily altered 
for seasonal promotions with a flex 
ible and portable power source that 
permits the lighting fixtures to be 
moved about, concentrated or dis 
persed 

Until recently the use of trolley 
duct has been almost exclusively in 
commercial and factory installations 
to permit flexibility for power tools 
and assembly line operations. Here 
trolley duct furnishes a standardized 
system of distributing — electrical 
power from its source to the points 
of its application—not tving it down 
to fixed outlets 


Now it has been recognized that 
many of the benefits of trolley duct to 
industry are equally applicable to 
the field of store lighting and a 


wider use of this electrical equip 
y ment is expected. 

Display needs can be easily filled : 
fixtures can be quickly relocated or 
rearranged ; entire systems can be 
dismantled and reinstalled or ex- 
tended when this standardized and 
prefabricated wiring system is in 
stalled 

Pypical of the use of trolley duct in 
store lighting is the recent installa 
tion designed by the General Light 
ing Company of New York City 
for Hearn’s department store. In 
this system the company has adapted 
3ullDog Trol-E-Duct to the job per- 
mitting flexibility and portability of 
lighting equipment to meet the most STANDARIZED and prefabricated wiring system in Hearn’s Store, New York 
exacting display needs. City, uses this power source on all sides of display windows. 
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ERYWHERE find an 
awareness of the need for 
better selling. Every- 
where | find increasing emphasis 
on sales training—on the develop 
ment of order-taking service sales 
men into creative sales-builders 
Everywhere | find the realization 
that, if you're going to do no more 
than hold your position, competi 
tively, must top 
last year’s volume.” 

Across the country, sales-minded- 
ness has spread, not only among 
and salesmen but 


every year you 


sales executives 
also among students in colleges and 
high schools 
“You can't cut 
it’s a lead-pipe cinch that you can’t 


labor costs; and 
expect any reduction in taxes. You 
and I may as make up our 
minds that we're in an 
that we'll have to live with for the 


well 
economy 


rest of our lives.’ 

\nd how may today’s salesmen 
may order-takers 
be upgraded to business builders ? 

“First, teach your men the prod 
them its qualities, its 


be trained—how 


uct leach 
uses, and the ways in which it will 
benetit and please its users and con 
sumers 

“Second, teach your men the psy 
chology of applying product-knowl 
edge to the process of selling 

“Third, help them develop their 
skills 


voices more effectively 


Teach them how to use their 
Peach them 
how to transmit ideas. Teach them 
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Silhouette of Selling I 


By Jack Lacy 


tives. 


Jack Lacy is nationally recognized as an authority on selling 
and sales management. Since the first of this year he has 
supervised the training of over 9,000 salesmen and talked 
shop with scores of sales executives. These excerpts from his 
"report" to the Sales Executive Club of New York contain 
plenty of sound pointers for present and future sales execu- 


The EDITOR 


the techniques of the approach, the 
demonstration, and the close.” 

Salesmen are like ballplayers. 
“Time after time, you find a player 
who burns up the minors. He takes 
the minor-league parks apart and 
builds up a tremendous record. 

“Then, you bring him up to the 
majors and, when the chips are down 
and the stakes are high, he gets his 
foot into the bucket. Back to the 
minors he goes; and perhaps he 
comes up to the majors again and 
again. But, unless he’s of the stuff 
that big-league players are made of, 
every time he comes up, back to the 
minors he goes. 

“So with salesmen—you find men 
who can make the little sales, but 
not the big ones. And, usually, the 
difference between the two kinds of 
men—the plus values of the fellow 
who can sell the big ones—is a mat 
ter of training and indoctrination. 

“Train your men to sell the big 
increase each man’s sales vol 
and 


ones 
ume by a mere ten percent 
vou'll be amazed at the results, both 
on your men and on your sales vol 
ume. Remember that in baseball. 
the difference between a mediocre 
hitter and a star may be as little as 
one hit in twenty times at bat.” 

Salesmen may be divided into 
three classes. 

“First, there is the service sales- 
man who takes orders. He works 
like an automat. And, unless you 
can upgrade your men above the 
level of order takers, you'll soon 
be put out of business by vending 
machines 

“The second type of salesman is 

He’s the type of 
can sell when the 
prospect already has partly made up 


the negotiator 


salesman who 


his mind to buy and partly decided 
what brand or make he prefers. 

“And the third type of salesman 
is the man who business. 
\ll that the creative salesman needs 
is somebody with a need; and that 
need the creative salesman converts 
into a want—and then he persuades 
the prospect to buy.” 

Expanding the matter and ampli- 
fying, the speaker outlined an effec- 
tive training program as follows: 

“Get the salesman into the frame 
of mind in which he wants to be a 


creates 


better salesinan. 

“Induce him to think objectively 
about the selling process, separately 
from the product, itself. Induce him 
to analyze the process in its various 
components—the and influ- 
that make for a_ successful 
approach, an effective demonstra- 
tion, and a dependable close. 


forces 


ences 


“Stand him on his own two feet. 
Don’t do his thinking for him. Let 
him think for himself. Thus you 
develop a man who, besides knowing 
your product and the psychology of 
selling, carries with him the re- 
sourcefulness to cope, on his own, 
with any unusual problem or circum- 
stance that may arise. 

“T have mentioned the 
league ball player who, having 
burned up the minors, comes up to 
the majors and falls down, Often, 


you'll find, he’s not much surprised 


minor 


He really didn’t expect to make the 
grade, 

“And so You'll 
find men who, when the going is 
hard and the stakes are high, don't 
really expect to win. Upgrade your 
men so that every one of them, when 
he walks into a prospect's office, will 
expect to make that sale.” 


with salesmen. 
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Here’s a great new addition to a great line— 
the dependable, interchangeable, precision- 
built PAS-DESPARD Line. The NEW P&s- 
DESPARD CAMSTRAP* makes Despard in- 
stallations faster and easier. The sceret of 
this new P&S-DESPARD CAMSTRAP lies in 
the cams mounted along one side of the 
strap. They're easy, speedy to operate. Just 
open the cam, insert the device, and a flick of 
the finger locks it securely in place. Devices 


*Patent A ed For 


‘the Pas 
DESPARD 


P&S-DESPARD installations 


can be removed just as easily with no strap 
distortion. Rugeedly made of steel and 
plated to insure corrosion-resistance, — the 
P&S-DESPARD CAMSTRAP, like all P&S 
devices, is built to give long service. With 
the new P&S-DESPARD CAMSTRAP you 
ean add the words “easy” and “fast” to “in- 
terchangeable” when you think about the 
P&S-DESPARD line. 


Write today for full information about the inter- 
changeable PZS-DESPARD line. 


PASS & SEYMOUR Inc. 


Syracuse 9, New York 


ad 
J 
Cc 
v 92 Boyd Avenue 
Maker of the famous P&$ Despard line cya 
= 


The P&S-DESPARD line is your 
answer to fast, easy, dependable 
installations every time. P&S- 
DESPARD devices inter- 
changeable, precision-built to give 
you” long, trouble-free service. 
They meet or exceed all Federal 
and R.F.A. specifications. All P&S- “You don't need a screwdriver 
DESPARD wiring devices carry when you use the new P&S-Des- 
3. CLOSE CAM Underwriters’ Laboratories ap- pard Camstrap.” 


proval. 


One Cat, No. 1411 Switch Cat. No. 1339 night) light at. 375 flush neon 

and Two Cat Ne 1420 and Cat. No 1311 single eht, Cat. No. 1311 

Single outlets with a Cat. pole switch, with a Cat, No. P Cat. No. 1320 

Ne ISS1-C) Ivory-N plate, 1791-B Chrome-X_ plate. convenience outlet, with 
Cat. No. 91081 brown bake- 
lite plate. 


PLEASE 
FREE! A sample P&S-Despard Camstrap ts yours 


for the asking. Write for it today! 


PASS & SEYMOUR inc. 


92 Boyd Avenue Syracuse 9, New York 


Makers of the famous P&S Despard line 
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ALL ABOARD?! 


The More Power To America Special 


America’s 150 key m 
dustrial centers today there 
stands a special trai called the 

‘More Power to America Special.” 
Mlanned by ie \pparatus Depart 
ment of the General Electric Co., 
| s actually the biggest mo 
bile electrical display showroom 
ever built The 10-car streamlined 
train is filled with exhibits ot more 
han 2.000 of the most modern ele 

trical products, systems and_ tec! 

niques, and offers a tout throug! 


31 tactories m one 


WHOLESALING 
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equipment trippe di 
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The trail 
4.500 tv 
electric locomotive, 
tion during 
at about 150 
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who produce elect 


those who put it t 
d the community 
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eration, 
tion: drives al 
handling welding, 
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Ing, components to 
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national sect 


: 
ertam count, the al trint 
rela\ which op- is, materia 
h and the elec ustria eat 
train was “on.” ustrial light 
+ 
2 va modern 1ustryv, wn 
\leo-G.E. diesel roverment and 
will tour the na 
1 1951, stoppmyg \rraved throughout the tram ar 
ndustrial centers displavs covering the compiete range 
It will open to the veneral of apparatus tor madustry tee 
i: public since the exhibits are de vidual exhibits, many of them opet De 
= signed specifically to mterest those ating, covert such equipment as tut Bes 
= ork in industry equipment, motors of all ‘sizes at 
Ss Dedication of the tram took place \t each stop ratings, con plex Irive ystems, ee 
in New \ rk City where ( harles on its the tram vill be dustrial and street lhivhting 
Wilson, G. E.’s president, using spected by invited representatives of precise instrument welding and 
pair ot long handled tongs, placed electric utilitie- the manutacturnu eating equi ent chesel-electt 
i “hot” silver dollar, radiated in the and transportation industries, the witcher control ban transit 
Schenectady laboratory, 11 a lea armed services, the wove: ine rairoa eq 
chamber ofa specially nent 1 Wwaities Still othe te 1 t 
(,eiger counte Exhibits in t tran eT eather resea 
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SHOWN HERE is the Welding display section of the More H. V. ERBEN (pointing), vice president and general manager 
Power to America Special. Included in this section, one of 11 of the General Electric Apparatus Department, and J. S. Smith, 
exhibit units aboard the 10-car streamliner, are a complete manager of the Apparatus Advertising and Sales Promotion 
line of are welding equipment and accessories, samples of Divisions, examine a display of fractional-hp motors aboard 
various welds, and resistance welding control items. the More Power to America Special. 


life 
19 


K. M. CHERRY (right), manager of sales, Industrial Heating Divisions, looks on as 
Exhibit Engineer Bruno DePaoli operates high-frequency heating equipment aboard 
the More Power to America Special. 


J. W. BELANGER (left), assistant general manager of the General Electric 
Apparatus Department, and EF. FE. Parker, manager of engineering for the depart- 
ment’s Turbine Divisions, examine one of the major exhibits in the Power Generation 
section of the More Power to America Special. In the foreground are actual 
turbine components. Buttons adjacent to these components enable visitors to “light 
up.” on the transparent bas-relief in the background, the sections of the turbine 
where the components are located 


ship propulsion equipment, fire con- 
trol systems and “snow-making” 
techniques. 

Six years ago the General Elec- 
tric Co. launched a program which 
it called “More Power to America.” 
Its purpose was to inform industry 
of the opportunities for improve- 
ment through increased electrifica- 
tion \bout 21 More-Power-To- 
\merica presentations have been 
produced and distributed by the 
company far. 

At the dedication luncheon, Ches- 
ter H. Lang, vice president in charge 
of Apparatus Sales, hailed the train 
as “a unique undertaking in indus- 
trial marketing and the biggest dis- 
play kit ever built” and as “a creative 
and original response to one of the 
major economic challenges of our 
times.” 

Indicating that the industrial 
salesman has “come of age,” he de- 
clared the train “symbolizes, even 
epitomizes, the modern concept of 
industrial selling: Informative, chal- 
lenging, progressive.” 

He pointed out that a project like 

“More Power To America Spe 
cial” can have far-reaching effects 
on the national economy because it 
radiates modernization ideas 

“When vou sell an electrical idea,” 
he said, “you sell more than elec- 
trical equipment. You set off a chain 
reaction of sales that activates 
many, many segments of industry.” 
“You bring new business to the 
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C. A. FALKENAU, tour manager for the More Power to SHOWN HERE is a realistic, scale model of a properly 


America Special, operates one of the exhibits in the Civic illuminated factory 


Improvement section of the General Electric Apparatus De- 
By pushing a button mounted on Department's More Power to America Special. Demonstrated 


partment's exhibit train. 


area, one of the major exhibits in the 
Industrial Lighting section of the General Electric Apparatus 


the panel, he turns on one of the street lighting luminaires. by this exhibit are 11 major outdoor lighting applications. 


electric utility, to the machinery 
manufacturer, to the supplier of ma- 
terials and components to the con 
sulting engineer, to the electrical 
contractor, to the railroads and 
other transportation agencies. And, 
best of all, when you sell an elec- 
trical idea, you are bringing your 
customer the means to better busi- 
ness healfh.” 

Clayton P. Fisher, Jr., manager 
of the Apparatus Exhibit Train 
Division, pointed out that wherever 
possible, actual apparatus has been 
displayed aboard the “More Power 
To America Special.” Where size 
and weight limitations have made 
this impractical, he explained, scale 
models or other representations 
have been used. 

Mr. Fisher emphasized that there 
is a planned, logical order to the 
train’s exhibits. Visitors first see 
equipment for producing power, 
then apparatus for transmitting and 
distributing it, then, finally, the tech- 
niques and products for profitably 
utilizing it. 

The exhibit material, he said, 
“was deliberately designed to put 
our visitors in the position of an ac- 
tual user of the equipment. The 
visitor can ‘operate’ a diesel-electric 
locomotive, for example, and model 
switchers and cars will follow his 
control.” Most major exhibits, he 
pointed out, go through an oper- 


be 


ating cycle automatically or can 
} 


energized by visitors. 


C. H. LANG (left), vice president in charge of sales for the General Electric Com- 
pany's Apparatus Department, and C. P. Fisher Jr., manager of the Apparatus Ex- 
hibit Train Division, “spot” a dummy load in the Materials Handling section of the 
More Power to America Special. In this exhibit of small a-c and d-c hoist drives, 
a model hoist mechanism enables visitors to raise, lower, and “spot” a dummy load, 
using an actual pendent pull station. 
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Because of space commitments in the June issue of ELECTRICAL WHOLESAL- 
ING it was decided to publish the Annual Anniversaries Review in two sections. 
The first group appeared in the previous issue. The second installment follows. 


YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 


DANSER HARDWARE & SUPPLY CO. 
WESTON, W. VA. 


Established 1905 


VENERAL merchandising was originally the busi 
J ness of the store opened in 1905 at Weston, 


\\ Va.. by Charles H Danser, Jackson \rnold, 


fhomas A. Whelan and William C 


gradually the tirm developed into a wholesaling estab- 


Danser. But 


lishment, handling such lines as general hardware and 
electrical, plumbing, heating, mill, mine, oil, gas and 
automotive supplies 

\ll of central West Virginia is covered by salesmen 
of the Danser Hardware & Supply Co., who operate 
out of both the firm’s main house in Weston and its 
branch at Clarksburg, W. Va. Executives of the com 
pany today are: Mrs. A. D. Thomas, president ; 
Boram, treasurer and purchasing agent; W 
lard, vice president and general manager ; 
Nutter, secretary. 


ELLIOTT-LEWIS CORP. 
PHILADELPHIA, PA. 


Established 1905 
\ ITH $10,000 capital, 1 Lewis 


Eliott started a company to wholesale electri 
cal supplies in 1905. Since that time the company has 
built a fine record with many outstanding accomplish 
ments 

\n oi! burner subsidiary formed in 1932 soon be 
came an mnportant sales builder. Its marine electrical 
supply department today does business with more than 


200 shipvards in 29 states 


Vhrough the vears its electrical wlesaling busi 
as been expanded ti wlude separate depart 


or appliances, television, heating and air-condi 


in the Electrical Field 


GEM CITY ELECTRIC CO. 
QUINCY, ILLINOIS 


Established 1905 
NDER the name Miller and Butle r, a sn 


tracting business was established forty-tive vears 
ago in Ouiney, Illinois. In 1920, F. G. Ernst and Ros 
coe Butler took over the business and converted it to 


a wholesaling only operation. 


NATIONAL ELECTRIC PRODUCTS CORP. 
PITTSBURGH, PA. 


Established 1905 


_ \M C. Robinson left the superintendency 
of his father’s firm, Robinson-Rea Mfg. Co., 


maker of rolling mill machinery and engines in 1905 
and established his own business under the name, Na 
tional Metal Molding Co, Production was devoted to 
rigid conduit and metal molding 


he early organization consisted of 135 men, housed 


in a two-story brick building in Economy, Pa., 
urb of Pittsburgh. This community later assumed 
name of Ambridge. In 1928, the corporate title 
manufacturing organization was changed to National 
leetrical Products Corp 


Now 45 vears ot age, the 


‘ 
manufacturing facilities in Ambridge 


production buildings and warehouses 

acre tract of ground. Another manutacturi 

located in Torrance, a suburb of Los Angeles 
In recent vears the company ha laced or 

ket several new and improved 

wavs, including Surfaceduct and | 

products also distributed national 

lers are metallic and not 


wavs, metal molding 


wholesa 


vire, electrical fittu 


(seneral oft 
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is increased its 
to 13 acres of 
mal, 
plant is 4 
4 
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race 
Other 
ectrical 
nents | undertioor duct systems, cable, 
tioning. sand boxes 
The moved to new and larger quarters ces of the company are in the Chamber 
last of Commerce Bldg., Pittsburgh. From here, Mr. Rob 
Its officers todav are | Hl pres ent A M ison contintte wctive rec m he comnat s con 
ie Morton. vice president: |. Call. vice president: J. ( tinued progress, principally assisted by two sons, W. | Ren 
Campbell, vice presidet W. A. Muir, tre ©) Kobimson, ar Robinson, bot we presi 
lraeger, secretary |. Sterling Davis is treasurer 
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PARAGON ELECTRIC CO. 

TWO RIVERS, WISC. 

Established 1905 

F' JUNDED as Paragon Sellers Company in Janu- 
ary, 1905 by Ralph McDuff with offices at 9 

South Clinton Street, Chicago, Illinois. 

Entire interest was acquired by Edward M. Platt 
in July, 1910 at which time the company was incorpo 
rated as an Illinois Corporation under its present 
name, Paragon Electric Company. Offices were moved 
to 37 West Van Buren Street in Chicago at that time 
and this became the location of the company’s execu 
tive offices until January, 1945 at which time the Illi 
nois Corporation was dissolved and the company re 
incorporated as a Wisconsin Corporation and moved 
its executive offices to its plant location at Two Rivers, 
\Visconsin. 

Two sons of Edward M. Platt; namely, Edward \ 
Platt, president and George |. Platt, vice president 
how manage and operate the business. 

One of the original products of the company was an 
eight day hand wound time switch. This started the 
company in the time switch and timer business 

In late 1948, the company entered the appliance 
field by introducing its first two consumer items, the 
“de-frost-it” for defrosting home refrigerators and the 
“Time Aid” for time controlling small appliances an: 
signaling elapsed time 


Che company plans to continue to enlarge the scope 
of its products and its manufacturing operation at Two 
Rivers, but will confine its activities to the timing field 


TREADWAY ELECTRIC CO. 
LITTLE ROCK, ARK. 


Established 1905 


WO professors, W. A. and Theo (¢ 
both of whom taught engineering at the University 
of Arkansas, were the founders of a business that de 
veloped into an electrical wholesaling firm. With then 
father, Leo, and an initial capital of $450, they started 
the Treadway Electric Co. in 1905 
Operating out of a space measuring 18 x 25-ft., the 
Treadway Electric Co. originally combined a_ retail 


Treadway, 


electrical business with electrical contracting. It was 
not until 20 vears after its founding that the company 
became an electrical wholesaling firm exclusively—-the 
first in Arkansas, 

loday the firm operates out of 50,000 square feet of 
floor space and its salesmen cover Little Rock and a 
200-mile radius. Present officers are: W. A. Tread 
way, Sr., president; Theo. C. Treadway, Sr., vice 
president and general manager; W. A. Treadway, Jr., 
treasurer; Theo. C. Treadway, Jr., secretary and put 
chasing agent 


YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


THE BLACK & DECKER MFG. CO. 
TOWSON, MARYLAND 


Established 1910 


HERE is no truer example of “freedom of oppor- 
tunity” than the story of Black & Decker. In 1910 
the names “Black” and “Decker” stood for two young 
men in their early twenties, working for a small Balti 
more firm making mechanical and electrical equipment 
Electricity, as an industrial force, was also young, 
and these two men saw an opportunity for development 
in this field “on their own.”” Mr. Black sold a cherished 
automobile (still a “horseless buggy” in those days!) 
for $600; Mr. Decker raised another $600, and on this 
shoe-string the Black & Decker business started as a 
small machine shop making special machinery to order 
During the first World War, they did considerable 
work for the Government, and during this time devel 
oped their first portable electric tool—a '4-inch drill 
By 1917 the Baltimore warehouse was too small for 
this successful young company. Land was purchased 
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in ‘Towson, Maryland, and a frame building 60 by 200 
feet erected. Since then, five modern factory and office 
units have been constructed, replacing the first frame 
“shack,” and multiplying the work area more than 15 
times. 

The two men who started the business in 1910 are 
sull “in harness,” actively guiding the company; Mr 
Black as president, Mr. Decker as vice president and 
general matiayvet 

Cther ofhcers today are: Robert D. Black, vice pres 
ident ; Alonzo G, Decker, Jr., vice president; Glen H 
Treslar, vice president; Frank J. Nagell, treasurer ; 
Harry G. Wheeler, secretary 


BURGESS BATTERY CO. 
FREEPORT, ILLINOIS 


Established 1910 
ACK in 1910, Dr. Charles F. Burgess, a profes 


sor of chemical engineering and applied electro 
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chemistry at the University of Wisconsin, believed 
that research could be made to pay and organized the 
C. F. Burgess Laboratories to demonstrate that belief 

Before organizing the company Dr. Burgess had 
been intensely interested in dry batteries. Small bat- 
teries for portable lights (flashlights) were then con 
sidered by many to be a wild dream, as they were then 
sold largely as a novelty item. However, foreseeing 
their usefulness Burgess had the courage to start mak 
ing them by hand methods in quantities of 100 to 200 
a day! 

From that modest beginning grew an industry with 
plants at Freeport, Illinois, and at Niagara Falls, On 
rhe Burgess Battery Company was 
organized in 1917; taking over that portion of the bus- 
iness of C. F. Burgess Laboratories having to do with 


tario, Canada. 


dry battery development, manufacture, and_ sales 
Since then the company has pioneered many improve 
ments in dry battery engineering and construction. 
D. W. Hirtle is president ; F. J. Kirkmen, vice presi 
dent and general manager; D. J. Teare, secretary and 
treasurer; and W. T. Evans is assistant secretary. 


HUDSON ELECTRIC SUPPLY CO. 
UNION CITY, N. J. 


Established 1910 
( NE year after Jos. L. Levin and Abraham Basko 


” witz founded the Hudson Chandelier Co, at Union 
City, N. J., in 1910, drawn tungsten filament incandes 
cent lamps giving 10 lumens per watt were introduced 
rhis outstanding lighting advancement came at an ap 
propriate time because Messrs. Levin and Baskowitz, 
who handled gas and electric fixtures and supplies, 
were in the initial stages of developing their business 

Today Messrs. Levin and Baskowitz, president and 
secretary respectively, are engaged in the wholesaling 
of electrical supplies and lighting equipment in Hud 
son and Bergen Counties, N. J. Originally the firm 
Now named the 


covered only Union Hill and vicinity 


Hudson Electric Supply Co., the concern has main 
tained the same headquarters for 30 years, occupying 
approximately 10,000 square feet of floor space 


McNAUGHTON-McKAY ELECTRIC CO. 
DETROIT, MICH. 


Established 1910 
JUNDED in 1910 by John R. McNaughton and 


\rch McKay, the McNaughton-McKay Electric 
Co, has been engaged in the wholesaling of electrical 
supplies to the industrial field throughout its 40-yea: 
history. The firm serves the Metropolitan Detroit 
area and southeastern Michigan 
Periodically, larger quarters have been acquired by 
this progressive concern. At present the firm occupies 
a five-story building overlooking the Detroit River, 
but plans are underway to move the business to a 
modern 40,000 square foot building 
The president of the MeNaughton-McKay Electric 
Co. is Clarence R. Bull, who began his electrical 
wholesaling career as a messenger boy for the firm in 


1911, William T. McNaughton is vice president and 
DD. W. C. Dobie is secretary 


MILL-POWER SUPPLY CO. 
CHARLOTTE, N. C. 


Established 1910 


HE growth and development of the rich Piedmont 

section of North and South Carolina has been 
paralleled by the growth of the Mill-Power Supply 
Co., which has distributed electrical supplies to this 
region for the last four decades. 

Fight salesmen under the direction of B. Merritt, 
Wilkinson, assistant 
sales manager, are supported by an organization of 52 
office and 21 warehouse employees. Including recent 
additions, Mill-Power Supply’s warehouse and offices 
comprise 70,000 square feet of floor area with 150 feet 
frontage in Charlotte's busy wholesale district. 


sales manager, and George E 


Early recognizing the importance of lamps and 
lighting to its increasingly industrialized trading 
area, the Mill-Power Supply Co. was reportedly 
the first electrical wholesaler in North Carolina to 
establish a special department devoted wholly to 
the promotion and sale of these products. 

Present officers of the firm are: W. G. Thomas, 
president ; J. C. McGowan, vice president ; J. S. Sease, 
secretary ; and E. Wayland, treasurer. 


SPRING & BUCKLEY, INC. 
NEW BRITAIN, CONN. 


Established 1910 


OHN H. Buckley and Guy K. Spring founded 
J G. K. Spring & Co. in 1910 at New Britain, Conn., 
to take over the local office of the New England Engi 
neering Co. In 1915 the business was incorporated as 
The Spring & Buckley Electric Co., and later the name 
was changed to its present stvle—Spring & Buckley, 
Inc 

(Originally, the business was operated in two depart 
ments. One of these did electrical contracting; the 
other handled the wholesaling of electrical supplies. 
During the 1920's, the construction end of the busi- 
ness was closed out and the concern became exclusive- 
ly a wholesale distributor. [In addition to its electrical 
wholesaling business today, Spring & Buckley, Inc., is 
also the state agent in Connecticut for several electri 
cal manufacturers 

G. K. Spring, who retired from active participation 
in 1946, is now chairman of the board of directors, The 
Havden, who 
joined the organization in 1913. William A. Hayden, 
with Spring & Buckley, Inc.. since 1924, serves as vice 


president and treasurer is Charles T. 


president and secretary 


THE UNITED LAMP CO. 
CLEVELAND, OHIO 


Established 1910 
F' IRTY years ago, H. L. Hylan founded the Hylan 


Hardware & Electric Co.—predecessor of The 


United Lamp Co.—-in Cleveland, Ohio. During the 
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1920’s this firm fabricated and installed lightmg fix- 
tures. Today it distributes electrical supplies and light 
ing equipment throughout northeastern Ohio, 

The United Lamp Co.'s officers are S. Robert 


Hylan, president, and Kenneth J. Hylan, vice presi 
dent. The founder, H. L. Hylan, serves as secretary 
treasurer. He has not been active in the management 
of the business for the past seven or eight years 


YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


COPPERWELD STEEL CO. 
GLASSPORT, PA. 


Established 1915 


ACK in 1915, a handful of industrial pioneers 

had an idea that a better kind of wire could be 
made by covering steel with copper. Pooling their 
resources, five men started a small plant in Rankin, 
Pa., and produced the first Copperweld wire. 

By molten-welding a heavy copper covering over 
a core of alloy steel, these men presented industry with 
a new wire that combined the strength of steel with 
the rust-resistance and conductivity of copper 

The permanence of this metal-to-metal weld is at 
tested by the dependable performance of millions of 
miles of the wire installed during the past thirty-five 
years—on long span power crossings over ravines and 
rivers; on vital communications lines subjected to 
desert sun or Arctic cold; on railroad signal circuits ; 
and on many other applications where the conductivity 
and corrosion-resistance of copper and the strength 
of steel are required. 

Today, the large modern plant at Glassport, Pa., 
is conclusive evidence of the company’s success 

Frank R. S. Kaplan, president, is the only member 
of the original five founders who is still active in the 
company. 

Other officers of the company today are: William ] 
Mcllvane, executive vice president; Paul Van Wag 
ner, vice president-sales ; William W. Ege, vice presi 
dent-chief engineer ; M. H. Ronzone, treasurer; M. | 


Mahoney, secretary; C. A. Taylor, controller 


BOGGIS-JOHNSON ELECTRIC CO. 
MILWAUKEE, WIS. 


Established 1915 
A COMBINED electrical wholesaling and contract 


ing business was carried on at first by the Boggis- 
Dietz Electric Co., established in 1915 by James A 
Johnson, E. J. Boggis, Harry F. Boggis and Charles 
Dietz 
The next few years saw several changes in the firm 
lhe name was changed to the Boggis-Johnson Electric 
Co. in 1916, and a year after that the electrical con 
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tracting part of the business was dropped. Another 
change, long-range in scope, was the gradual enlarge- 
ment of the company’s territory. Beginning with 
Milwaukee, it grew to encompass the state of Wis- 
consin, 

Frederick S. Johnson, who has been with the firm 
since its inception, is its president. The vice president 
is James E. Johnson, a member of the company for 17 
years. Charles E. Scheffner, secretary, has been with 


the Boggis-Johnson Electric Co. since 1916 


ELECTRIC SUPPLY CO. 
DES MOINES, IOWA 


Established 1915 


HILE enroute to the West Coast in 1915, Larry 
\. Bodkin stopped in Des Moines, Iowa, became 
impressed with the city and decided to remain there 
Mr. Bodkin quickly became acquainted with a local 
banker, who financed the purchase of a carload of con- 
duit for him. Upon the arrival of the conduit it was 
delivered direct from the car to the various customers 
to whom Mr. Bodkin, in the meantime, had sold it 
That was the beginning of the Electric Supply Co 
\ small office and warehouse were rented, and vari- 
ous electrical supply lines were gradually added. Mr. 
Bodkin managed the business until his death in 1943. 
Glenn C, Merritt was then appoiated general manager. 
Under his management a company insurance plan was 
adopted and an employee bonus system instituted 
In 1947, Tom Egan and John Goodwin purchased 
the Electric Supply Co. These two men also operate 
the Enterprise Electric Co. of Omaha and Lincoln 
Neb 


HAWKINS ELECTRIC CO. 
CHICAGO, ILL. 


Established 1915 


A one-room office in Chicago served as headquarters 
of the Hawkins Electric Co. during its first year 
in business as an electrical supply wholesaler. Founded 
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in 1915 by Rex W. Hawkins, the firm quickly outgrew 
its facilities and moved to larger quarters one year 
later. 

Since then the history of the Hawkins Electric Co. 
has been one of continued growth and expansion. In 
1945 the firm established a wholly-owned and fully- 
equipped branch at LaSalle, Ill, under the manage 
ment of B. G. Tonquest. In 1946 a similar branch 
house was set up in Decatur, IIL, under the manage 
ment of B. D. Toney. These two branches and the 
main house in Chicago now cover a territory that in 
cludes parts of southern Wisconsin, western Indiana 
and the entire state of Illinois. 

R. R. Hill is president of the Hawkins Electric Co 
Other officers are: FE. E. Elliott, vice president; A. J. 
O'Neill, vice president; Mrs. E. A. Hawkins, vice 
president and treasurer; C. M. Biggam, secretary ; 
\. H. Biggam, assistant treasurer 


ILLUMINATING ELECTRIC CO. 
CHICAGO, ILLINOIS 


Established 1915 


HEN Bernard Liberman started the IHluminating 
Electric Co, back in 1915, he set up shop in one- 
half of a store on West Roosevelt Road. 

During the next two years the company was devel 
oped from an electrical contracting firm to a full 
fledged electrical wholesaling company handling clec 
trical supplies and lighting fixtures. 

In 1938 the company moved into its own building, 
1 two-story brick structure on South Halsted St. 

During the latter part of 1947 the firm acquired a 
three-story building directly adjoining its existing 
building. After extensive planning, contracts were let 
te erect a one-story addition at the rear of the three 
story building and to consolidate all three buildings 
into one. This project was completed in April, 1949, 
and provided the company with approximately 25,000 
sq. It. OF space 

Che founder, Bernard Liberman, is still active as 
president of the company. Associated with him are 
N. Liberman, vice president and Marvin Liberman, 
secretary-treasurer and Harold N, Liberman 


JEFFERSON ELECTRIC CO. 
BELLWOOD, ILLINOIS 


Established 1915 


HILE this company was started in 1915) by 
Messrs, J. A. Bennan and |. C. Daley, it was 


merged later with the Chicago luse Mfg. Co. whose 


original name was the Chicago Fuse Wire Co. estab 
lished in 1892. The early products of Jefferson Elec 
tric, first located at 846 W. Harrison St., Chicago, in- 
eluded transformers to operate door-bells, signals and 
other electrical devices which were formerly operated 
from batteries 

Jefferson Electric became well known as pioneers 
and leaders in what are sometimes called ‘small trans 
formers.” 


The various merchandise lines of the company have 
been constantly expanded until now they embrace 
transformers for luminous-tube signs, oil-burner igni- 
tion, street-lighting, radio-reception, etc., and they in- 
clude ballasts and switches for the new fluorescent 
lamps. The merger with the Chicago Fuse Mfg. Co. 
brought to the Jefferson Electric complete lines of re- 
newable and non-renewable fuses, fuse wire, fustats 
and cutout bases 

J. C. Daley is now chairman of the board; J. M. 
Bennan is president; J. R. Ford is vice president and 
sales manager; W. S. Minter is treasurer; FE. J. Ben 
nan is vice president and works manager. 


JOSEPH KURZON, INC. 
NEW YORK, N. Y. 


Established 1915 


ETROPOLITAN New York—the biggest trad- 
ing area in the world—is the territory that Joseph 
Kurzon, Inc., has been serving for the past 35 years. 
The city is covered by this electrical wholesaling firm’s 
14 outside salesmen 
Joseph Kurzon, Inc., presently occupies a six-story 
building at 112 West 31st Street with 24,000 square 
feet of floor space, and has an additional warehouse 
with 7,000 square feet. Besides the four regular trucks 
that it operates, the firm maintains a special delivery 
panel truck for emergency deliveries to customers, 
Officers and department heads of Joseph Kurzon, 
Inc., are as follows: Joseph Kurzon, president ; Esther 
Kurzon, secretary; D. A. Pintaville, executive vice 
president ; L. Marvanoy, vice president; N. H. Rosen, 
vice president; F. 
S. D. Bernstein, purchasing agent; L. C. Fried, man 


P. Biren, general sales manager ; 


ager, lighting fixture department. 


CLYDE W. LINT CO. 
CHICAGO, ILLINOIS 


Established 1915 


HE origin of this company is interwoven with 

that of the Paul W. Koch Company established 
in 1915 at 19 So. Wells St., in Chicago. The com- 
pany remained there until the Civic Opera Building 
was erected, and then moved to quarters there where 
it remained until the death of Mr. Koch 

lhe original product manufactured was an adjust 
able metal hole cutter which is still manufactured as 
the “Jiffy” Adjustable Cutter. Hole punches for sheet 
metal work were added to the line but not being for 
electrical purposes, did not fit into the line and lasted 
about eight vears 

In 1922 Clyde W. Lint joined the company as stock 
and order clerk, later becoming sales and advertising 
manager 

In 1941 Mr. Wocl 


mobile accident and Mr. Lint who had been operating 


was fatally injured in an auto 
a manufacturer’s sales agency during the previous 
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decade took over the manufacture of “Jiffy” products 
Mrs. Margaret Koch, the widow of Paul Koch, is still 
associated with the organization. 


THE MARBURGER SUPPLY CO. 
PERU, IND. 


Established 1915 


ARDWARE was sold at retail by Marburger 
sros.—now The Marburger Supply Co.—for a 
number of years following its founding in 1915. 
Plumbing and heating contracting were later added to 
the concern’s activities. But early in the 1930's, all re- 
tailing operations were dropped in favor of a wholesale 
business. 

Today the firm does a wholesaling business exclu 
sively in the following lines: Electrical, hardware, mill, 
plumbing, sheet metal and roofing supplies. Its sales 
men operate within a 50-mile radius of Peru. 

Joseph B. and Edward G. Marburger, founders of 
the company, are its owners today. 


MASS. GAS & ELECTRIC LIGHT SUPPLY CO. 
BOSTON, MASS. 


Established 1915 


AVING sold newspapers at an earlier age, 
Charles H. Weinreb, when he was 16, embarked 
upon his career in the electrical business as a salesmat 
for the Solar Lamp Co., travelling an area which in 
cluded parts of New York and Connecticut. In 1915 
Mr. Weinreb entered the electrical wholesaling busi 
ness, founding what was to become the Massachusetts 
Gas & Electric Light Supply Co 
At first. Mr. Weinreb handled gas and electric 
globes, selling them from store to store. Today his 
firm handles a full line of electrical products and his 
salesmen cover Massachusetts, Maine, New Hamp 
shire, Vermont and Rhode Island 
Mr. Weinreb was among the first wholesalers to 
establish branch houses on the outer rim of metropoli 
tan Boston for the convenience of customers. At pres 
ent, the Massachusetts Gas & Electric Light Supply 
Co, operates four such branches, one at each of the fol 
lowing locations: Brockton, Malden, New 
and Watertown, Mass. 
Officers of the firm are: Charles H. Weinreb, presi 


Sedford 


dent and treasurer; Efrem Weinreb, vice president 
and assistant treasurer; Arnold Bronstein, general 
manager, appliance division; Michael Freeman, sales 


manager, appliance division. 


REQUA ELECTRICAL SUPPLY CO., INC. 
ROCHESTER, N. Y. 


Established 1915 
HIRTY-FIVE years in the electrical wholesaling 


business is the record of the Requa Electrical Sup 
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ply Co., Inc. Founded in 1915 by William A. Requa, 
the company was incorporated the following year 
When Mr. Requa died it was found that he had willed 
the business to a group of his employees. Present off 
cers are: A. G. Held, president; H. W. Minchin, vice 
president; F. E. Webb, secretary and purchasing 
agent; and R. A. Whitford, treasurer and sales man 


ager. 


SILK CITY ELECTRICAL SUPPLY CO. 
PATERSON, N.J. 


Established 1915 


(THEN I. 1. Jaffe, founder and present owner, 
started the Silk City Electrical Supply Co. 35 
years ago the firm operated out of 800 square feet of 
floor space. Today the company owns an up-to-date 
building in Paterson which contains 10,000 square teet 
ot floor space. In addition, the Silk City Electrical 
Supply Co. has a branch at Newburgh, N. Y., estab 
lished in 1926. 


SMOOT-HOLMAN CO. 
INGLEWOOD, CALIF. 


Established 1915 


HE present firm of Smoot-Holman Co. originated 

in 1915. It was started by C. E. Smoot under the 
name of the American Enameling & Stamping Co. of 
los Angeles. Their principal business was porcelain 
enameling, the only lighting equipment manufactured 
being a few cone type sign reflectors 

In 1920 George W. Holman, who had been asso 
ciated with a large Mid-Western manufacturer of in 


dustrial lighting equipment, came to California and as 


a result of his background in the porcelain enameling 
business, visited the American Enameling & Stamping 
Co. and made the acquaintance of C. FE. Smoot. This 
meeting resulted in the forming of the present Smoot 
Holman Co. in 1921 and in 1922 the factory was 
moved to its present location in Inglewood, Calif. 

In 1931 the late A. E. Clarke, who had been asso 
ciated with Mr. Holman in the Mid-West, came to 
California and was employed by the Smoot-Holman 
(o. who by this time were manufacturing industrial 
and other porcelain enamel lighting fixtures 

In 1934 L.. A. Hobbs was employed to further cde 
velop the lighting equipment. Today, the Smoot-Hol 
man Co. manufactures a full line of open type porce 
lain enamel floodlights, a complete line of industrial 
equipment for both incandescent and fluorescent lamps 
and a complete line of commercial lighting equipment 
for both incandescent and fluorescent lamps. 

Present officers are: C. E. Smoot, president ; George 
W. Holman, vice president; T. S. Baker, treasurer ; 
F. M. Smoot, secretary; L. A. Hobbs, vice president 
and general manager ; William G. Holman, vice presi 
dent, works manager. 
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YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


ALLIED ELECTRIC SUPPLY CO. 
PITTSBURGH, PA. 


Established 1920 


HE League of Nations came into existence in 

1920; it left its expectations unfulfilled. But an 
other effort which had its beginnings in that year 
struck roots and grew over the following 30 years 
That was the Allied Electric Supply Co. of Pitts 
burgh, Pa 

Founded by A. Samuels, this electrical wholesaling 
lirm was forced by its steadily expanding business to 
procure larger quarters on four different occasions 
The company’s most recent acquisition is a building 
with 24,000 square feet of floor space which was built 
in 1947 to fill the specific requirements of an electrical 
wholesaling operation 

\llied’s five outside salesmen cover a territory com 
prising western Pennsylvania, eastern Ohio and north- 
ern West Virginia. They are backed up by a force of 
about 30 inside employees 

Heading up the firm’s activities are: A. Samuels, 
president ; Bernard Samuels, manager of the appliance 
department; Ted Huettner, manager of the lighting 
fixture department; and I. Marcus, manager of the 
Wiring materials department 


BARRETT ELECTRICAL SUPPLY CO. 
ST. LOUIS, MO. 
Established 1920 
TER spending 1& vears as a wholesaler’s sales 
man for the Western Electric Co., Walter S. Bar 

rett founded his own electrical wholesaling firm in 
1920. Originally incorporated under the laws of the 
state of Missouri as The Barrett Electric Co., this firm 
was reincorporated in 1923 as Barrett Electrical Sup 
ply Co 

Krom a staff of two persons in 1920 the firm's pet 
sonnel increased in numbers until today it totals 45 
employees, including 12 salesmen who cover the St 
Louis metropolitan area, southern Illinois and eastern 
Missouri 

In the last several years, the Barrett Electrical Sup- 
ply Co. has established a very active lighting depart 
ment which is supported not only by the general line of 
salesmen but also by three men who devote their time 
exclusively to the promotion of lighting 

During its 30-year history, the Barrett Electrical 
Supply Co. has moved to larger quarters on two occa 
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sions, each time acquiring greater facilities. At the 
present time the firm’s management is contemplating 
the construction of new offices and warehouse. 
Officers of the corporation are: Walter S. Barrett, 
chairman of the board; Lester E. Barrett, president, 
son of the founder ; Russ C. Broyer, vice president and 
secretary ; Clifford F. Thomas, vice president. 


EAGLE ELECTRIC MFG. CO. 
LONG ISLAND CITY, N. Y. 


Established 1920 
30 years ago Louis Ludwig, founder 


and president of Eagle Electric Mfg. Co., Inc., 
started in a small room with one article, one worker 
and an idea. The article, the first iron plug that could 
be used universally, has grown to over 1400 Eagle 
electrical specialties. 

Instead of one worker there are now almost 600 
and the one room has grown to 2 buildings totalling 
over 200,000 square feet. 

In the early days products were made of diverse ma 
terials but with the popularity of plastics, Eagle has 
kept pace by adding moulding facilities constantly. -\ 
new building was recently opened to house all of the 
company’s moulding equipment. 

Louis Ludwig, founder and president, wrote the fol 
lowing creed which the company has featured ever 
since it was established, “Perfection Is Not An Acci 
dent.” 

Other officers are: S. B. Kluger, vice president; 
P. G. Ludwig, treasurer 


ELECTRIC SUPPLY CO., INC. 
ST. PAUL, MINNESOTA 


Established 1920 


HE Electric Supply Co. had a staff of three per 

sons when it was established in 1920— James P. 
Vinson and R. I’. Young, the founders, and a stenog 
rapher. Today, the company employs between 30 and 
40 people. In the early days the three members of the 
staff kept books, bought, sold, packed and shipped 
goods. 

In recent months the company has leased an adjoin- 
ing building in order to gain 30,000 more square feet 
of floor space. 

Officers at Electric Supply Co. today include: J. P. 
Vinson, president and general manager; Hart S. 
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Anderson, vice president ; L. L. Hughes, treasurer and 
credit manager; C. T. Peterson, secretary and buyer. 


ERSKINE-HEALY, INC. 

ROCHESTER, NEW YORK 

Established 1920 

men, Donald Erskine, Ray Healy and 
C. R. Ingersoll started Erskine-Healy, Inc. to dis- 

tribute industrial supplies and conveying machinery. 

Soon after getting started the company took on the 

distribution of lighting equipment. Gradually the 

firm added appliance lines until today it handles both 

major appliances and electric housewares. 

Originally Erskine-Healy, Inc. covered an area that 
included Rochester, Buffalo, Niagara Falls and the St. 
Lawrence River area. Today its territory includes ten 
counties. 

Its officers today are: Donald Erskine, president ; 
W. P. Ward, vice president ; Ray F. Healy, secretary- 
treasurer. 


HUNTER BROTHERS, INC. 
FAYETTEVILLE, N. C. 


Established 1920 
F' IR $2,200, T. M. and W. L. Hunter bought the 


electrical department of the Universal Garage at 
Fayetteville, N. C., 30 years ago. They started in the 
electrical business, s:1! ng fixtures and appliances in a 
room that measured 1! x 27-ft. 

At the end of their third year in business, the 
Hunter brothers moved their firm into a better loca 
tion, and in 1935 they constructed their own building 
ona site near the center of trade. In 1940 a warehouse 
was built on the property owned in the rear of 
the store. Another warehouse, measuring 85 x 155-ft. 
and having two stories, has recently been completed. 

One of the founders, W. L. Hunter, died in 1941. 
T. M. Hunter bought out all the interests of his 
brother’s estate in Hunter Brothers, Inc. This corpo- 
ration now belongs entirely to T. M. and Josephine P. 
Hunter, and Agnes P. McCallum 


MEISEL HARDWARE AND SUPPLY CO. 
BAY CITY, MICH. 


Established 1920 
L' JUIS M. Meisel and his two sons, Louis W. and 


Lorne H., comprise the present management of 
the Meisel Hardware and Supply Co.—the firm that 
Mr. Meisel and George R. Williams founded 30 years 
ago as the Méisel-Williams Co 

Mr. Meisel bought out Mr. Williams in 1922 and 
changed the firm’s name to its present title. He is 
president of the company today. Louis W. Meisel and 
Lorne H. Meisel are vice president and secretary, re 
spectively. 

Starting with Bay City in 1920, this electrical whole 
saling firm has expanded its sales territory over the 
following 30-year period to include all of northeastern 
Michigan. Meisel Hardware and Supply’s eight out 
side salesmen are backed up by facilities which extend 
over some 85,000 square feet of floor space. 
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J. J. RYAN ELECTRIC CO. 
LOUISVILLE, KY. 


Established 1920 


A SMALL General Electric Co. lamp contract gave 
the J. J. Ryan Electric Co. its start 30 years ago. 
On this basis, Joseph J. and Charles ]. Ryan managed 
to develop a distributing business. In a short time they 
opened a warehouse and laid plans for wholesaling a 
general line of electrical merchandise. 

Louisville and Jefferson County, Ky., and New Al 
bany and Jeffersonville, Ind. comprise the territory 
covered today by salesmen of the J. J. Ryan Electric 
Co. Present owners of the firm are Louis D. and Mar 
guerite Coady, sister of the late Joseph J. Ryan. John 
R. and Louis D. Coady, Jr., sons of the owners, are 
now connected with the company. 


MELETIO ELECTRICAL SUPPLY CO. 

DALLAS, TEX. 

Established 1920 

QitARTED in 1920 as an individual proprietorship 
by Alex Meletio, Sr., the Meletio Electrical Sup- 
ply Co, initially distributed electrical supplies and light 
ing fixtures in Dallas and its suburban area. 

Che firm was incorporated in 1928. In 1938 a com 
plete line of traffic appliances was added, and im 
mediately following the war the Meletio Electrical 
Supply Co. took on a complete line of major appli- 
ances, 

During its 30 years in business, the Meletio Elec 
trical Supply Co. has moved three times, occupying 
larger quarters on each occasion. At present, the firm’s 
offices and main warehouse add up to 33,000 square 
feet of floor space. An additional 20,000 square feet 
of warehouse space was purchased last year. 

\lex Meletio, Sr., the founder, is president of the 
company. Other officers—all of whom are his sons 
include: Jack Meletio, vice president ; George Meletio, 
vice president ; Alex Meletio, Jr., treasurer ; and James 
Meletio, secretary. They supervise the activities of the 
firm’s 17 salesmen, who cover Dallas and a 300-mile 
area today. 


SCOTT ELECTRIC CO. 
GREENSBURG, PA. 
Established 1920 
ROM its beginning 30 years ago as an electrical 
contracting and retailing firm, the Scott Electrical 
Co, evolved into a 100 per cent electrical wholesaling 
concern, serving western Pennsylvania, eastern Ohio 
and West Virginia. 

Recently, the firm carried out a number of plant 
improvements, the highlight of which is its new 
lighting fixture showroom. Displayed in this show 
room are over 500 lighting fixtures 

\t present, the Scott Electric Co. occupies three ad- 
joining buildings in Greensburg, Pa., two of which are 
four stories high and one is five stories high. Expan 
sion plans are under consideration at this time. 

Owners of the Scott Electric Co. are Maurice Scott, 
the founder, and Samuel Scott, who is managing the 
firm. 
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CAMERA CLICKS 


At The Annual Dinner And Dance 


Of The Eastern Electrical Wholesalers Association In New York City 


Approximately |,200 persons attended the an- 
nual dinner and dance of the Eastern Electrical 
Wholesalers Association which was held re- 
cently in the Grand Ballroom of the Hotel 
Astor in New York City. Electrical wholesaler 
members, together with their wives and guests, 
came from places all along the Eastern Sea- 
board to attend the gala affair; some travel- 
ling from points as far north as Boston, others 
coming from Philadelphia and points south. 
Manufacturers also attended the banquet in 
large numbers. 


Dancers include Mr. and Mrs. 
Joseph Kurzon (center). Mr. 
Kurzon heads the electrical 
wholesaling firm of Joseph 
Kurzon, Inc., New York City. 


Committee that organized the 
banquet consisted of Chair- 
man Joseph Kurzon, William 
J. Kahn, F. Oecrtell, George 
Lichtenstein, Jack Tucker, Wil- 
liam G. Meisel (absent), 
G. V. Weir, and T. Gopsill. 


EEWA group includes G. V. Weir (center), managing director; Wives and guests of members of the wholesalers’ association 
T. Gopsi!l (right), secretary; and P. Reilly, legal counsel. were entertained in "Cap" Weir's suite prior to the banquet. 
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Olson and quests. 


Chas. G. “Chuck” Pyle, Jr., and friends pose between courses. . J. MacDonald, of The Thomas & Betts Co., and quests. 


Guests and associates of G. V. “Cap” Weir at their table. Members and guests of the Westinghouse Electric Lamp Div. 


Guests of Henry J. Baitinger, of the Baitinger Electric Co., Inc., On the wholesaling team since World War | days—H. Calahen 
electrical wholesaling firm of New York City. (right), of G. E. Supply, and O. Fred. Rost, with Mrs. Calahan. 
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CABLE 


Features of this cable include the special 
plastic insulation and sheath and the glass 
fiber reinforcement. ‘The cable is approved 
by Underwriters’ Laboratories, Inc. Accord- 
ing to the manufacturer, it is unharmed by 
corrosive conditions in salt atmospheres, rail- 
road round-houses, industrial plants, poultry 
houses, tobacco barns, dairy barns, etc. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Industrial, rural and residential 
applications. The Plastic Wire & Cable 
Corp., Jewett City, Conn. 


DISPLAY LIGHTING FIXTURES 


All basic parts of a line of display lighting 
fixtures are completely interchangeable, ac- 


cording to the manufacturer. Features in- 
clude a double-ball swivel which provides 
360-degree horizontal and 170-degree ver- 
tical directional focus. The porcelain shell 
of the swivel socket is removable to allow 
the addition of either standard of midget 
hood units. Standard hoods will accom- 
modate R-40, RE-40, PAR-38 reflector lamps; 
R-30 reflector lamps are used with the 
midget hoods. 


@ POTENTIAL MARKETS: Commercial buy- 
ers. Recommended by the manufacturer for 
supplementary store lighting, interior dis- 
play, window display, theatrical and overall 
accent lighting. Amplex Corp., |!! Water 
St., Brooklyn |, N 
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CABLE CONNECTORS _ 


Installation of this connector for armored 
and non-metallic sheathed cable does not 
require tools, nuts, screws or locknuts, ac- 
cording to the manufacturer. Made of a 
steel stamping, the connector has a double 
acting spring clip that holds the cable and 
grips the outlet box. The cable is inserted 
into the connector body, the spring clip 
compressed and connector snapped into the 
box knockout. Two types accommodate cable 
sizes ranging from two No. 14 to three No. 
12 armored or non-metallic sheathed cable. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial, institutional, 
residential and rural applications. Briegel 
Method Tool Co., Galva, Ill. 


CONDUIT ENTRANCE CAP 


This lightweight conduit entrance cap is con- 
structed of a special high strength alloy 
which is non-corrosive, according to the 
manufacturer. An adequate number of holes 
are provided in the insulator. The cap holes 
and screws are fillister head. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Industrial, commercial, institutional, 
residential and rural applications. Blackhawk 
Industries, Dubuque, lowa. 
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FLUORESCENT FIXTURES 


Line of fluorescent fixtures features metal 
cross louvers that are held in place by a 
spring locking device and which can be re- 
moved individually for cleaning and mainte- 
nance. Louver shielding is 35 degrees cross- 
wise and 25 degrees lengthwise to the lamps. 
The fixtures are available in both two and 
four lamp types for either standard pre- 
heat or instant-start slimline lamps in 4 and 
8-ft. lengths. They can be suspension or 
flush ceiling mounted, individually or joined 
end to end. Each is equipped with para- 
bolic plastic sides. 


Electrical con- 
institutional 
Highland 


@ POTENTIAL MARKETS: 
tractors. Commercial and 
buyers. Lighting Products, Inc.. 


Park, Ill. 


TOOL BELT 


This tool belt features a sliding trace which, 
according to the manufacturer, permits free 
movement in either direction, eliminates 
much of the chafing commonly experienced, 
and reduces wear on the safety strap. An 
additional safety factor permits visual in- 
spection of the trace throughout its entire 
length. The buckle and Dee rings are tested 
to 1500 Ibs. 


@ POTENTIAL MARKETS: Utility buyers. 
Mathias Klein & Sons, 3200 Belmont Ave., 
Chicago 18, Ill. 
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CIRCUIT BREAKER 


This air circuit breaker is of unit-pole con- 
struction and has thermal magnetic overload. 
The breaker consists of two assembled parts, 
two springs and a handle, assembled in a 
case. Line includes nine enclosures. A two- 
pole, simultaneous trip breaker is also in- 
cluded in the line. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial, rural, resi- 
dential and institutional applications. Fed- 
eral Electric Products Co., 50 Paris St., 
Newark 5, N. J. 


RECEPTACLES 


Two porcelain receptacles, for installation on 
either 3'/4-in. or 4-in. outlet boxes, are pro- 
vided with a 4 I1/!6-in. diameter base, 
with open holes for 4-in. mounting and 
knockouts for 3!/4-in. mounting. Illustration 
shows the three-piece pull type in assem- 
bled and extended views. It is manufac- 
tured with chain and 3-ft. cord, 7-in. chain, 
or chain and insulator. Removable porce- 
lain rings release the plastic interior to 
facilitate wiring. The keyless, one-piece 
type features staked screws end angle 
contacts. 


@ POTENTIAL MARKETS: Electrical con- 
tractors and retailers. Residential, commer- 
cial, rural and institutional applications. The 
Arrow-Hart & Hegeman Electric Co., Hart- 
ford 6, Conn. 


CONDUIT FITTINGS — 


This offset conduit nipple is designed to per- 
mit quick alignment of ganged distribution 
boxes, pull boxes, switch enclosures, etc. 
Where conduit emerges from concrete, fit- 
tings usually permit ready alignment without 
conduit bends, according to the manufacturer. 
Sizes available are '/2, %, 1, 1/4, 1 and 
2-in. All have a ¥%-in. offset with 154-in. 
between shoulders for uniform spacing. Fit- 
tings are of malleable iron with a rust-proof 
finish. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial, institutional, 
residential and rural applications. Gedney 


Electric Co., RKO Bldg., Radio City, New 


York 20, N. Y. 


MASONRY DRILL 


Features of this masonry drill include an 
“angled” cutting point designed to give the 
drill greater biting power and @ hole clean- 
ing spiral designed to permit continuous 
drilling without dust accumulation. Con- 
structed with a cutting edge of cemented 
carbide, the drill is made in twelve sizes; 
from '/4-in. through I-in., in increments of 
1/l6-in. They fit standard rotary electric 
drills, and drill all forms of masonry as well 
as other non-metallic construction materials, 
according to the manufacturer. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial and institu- 
tional buyers. Kennametal, Inc., Latrobe, Pa. 


WINDOW FAN. 


Displacing 3520 cu. ft. of air a minute, this 
20-in. window fan operates at three speeds: 
1050, 850 and 650 rpm. Frame measures 
29\/2 in. wide by 23'/2 in. high by 6!/2 in. 
deep. The unit is adjustable to windows 
29'\/2 in. to 38 in. wide. 


@ POTENTIAL MARKETS: Electrical deal- 
ers. Hardware and department stores. Cir- 
culators and Devices Mfg. Corp., 128-168 
32nd St., Brooklyn 32, N. Y. 
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INCANDESCENT LUMINAIRE an 


Utilizing either a 300 or 500-watt silvered 
bowl lamp, this incandescent lighting fixture 
features a one-piece die-cast aluminum lou- 
ver that is designed to blend with any dec- 
orative scheme. The louver is open top and 
bottom and finished in baked white “Flura- 
cite.” 


@ POTENTIAL MARKETS: Electrica! con- 
tractors. Commercial and institutional buy- 
ers. Recommended by the manufacturer for 
use in schools, offices, stores and other com- 
mercial interiors. Curtis Lighting, Inc., 6135 
W. 65th St., Chicago 38, Ill. 


OUTDOOR SERVICE EQUIPMENT 


This 100-amp. outdoor service equipment per- 
mits increased capacity for service require- 
ments while providing the protection offered 
by the magnetic principle of operation, ac- 
cording to the manufacturer. The current- 
interrupting device trips instantly on short 
circuit, but delays the trip on starting surge 
or on a minor overload for a predetermined 
period of time. The !6-gauge corrosion- 
proofed steel box is finished in gray alcoloid 
resin ename! and is weatherproof. It may 
be sealed by power company so that it is 
tamper-proof; cover over circuit breakers 
can be padiocked by user. Overall height 
is 14/2 inches. Unit is approved by Under- 
writers’ Laboratories, Inc. 


@ POTENTIAL MARKETS: Electrical con- 
tractors. Commercial, industrial, institutional 
and rural buyers. Heinemann Electric Co., 
Trenton, N. J. 


79 


4 
ae ah 
| 
4 
|_| 


Takes Heavy Loads 

No Arcing, No Pitting, No Failures 
Smoo-00-ooth Positive Action 
Easy Wiring 

Economically Priced 

Each Switch Individually Tested 


Slater makes a quality line of wiring devices, 
both specification and competitive grades. 
Write Dept. W for your free 1950 catalogue, 
listing over 150 Slater devices. 


ELECTRIC « MFG. CO. 


wooosidot, NEW YORK 


ELECTRICAL 


Fastest-Growing 
Manufacturer 
In The Field 
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More “SELL”. . . Extra VARIETY 


(Continued from page 50) 


department stores were quick to hop on | 
the Macy bandwagon and proclaimed 


their support by matching Macy's reduced 


prices On various electrical items. 

While manufacturers were studying 
the situation (although Macy's claimed 
it had issued numerous warnings of its 
intentions) electrical merchandising man 
agers elsewhere throughout the nation 
watched with interest and considered 
similar action to that of the New York 
stores. 

First important move by the manufac- 
turers came when the General Electric 
Co. sought and obtained a court order 
restraining Macy's from continuing the 
sale of G.E. products below the estab 
lished minimum prices. In court, Macy's 
contended that the General Electric Co 
and other manufacturers had full infor 
mation that certain retail dealers in the 
New York area were selling fair-traded 
items below the minimum prices and had 
not taken appropriate action. Therefore, 
said Macy's, these manufacturers have in 
effect, abandoned their fair trade agree- 


ments. 
The court ruled that Macy’s had not 
offered conclusive evidence that the 


plaintiff had abandoned its fair-trade pric 
ing schedules and held that the General 
Electric Co. was entitled to a temporary 
restraining injunction enjoining the New 
York department store from further 


price-cutting of G. E. products. eo oe WITH THE 
Meanwhile, more than tifty petitions | @ i REVOLUTIONARY 


for injunctions to restrain discount houses 
in New York City from selling products 
below the fair-traded prices have been 
sought by leading manufacturers of elec 


trical housewares 


It is interesting to note that whereas ; 

Macy's was enjoined from its price-cut 

ting activities because it could not offer 

sufficient proof that manufacturers had 

abandoned their pricing schedules, the dis | 

count houses now being sued by the same 

manufacturers have in many instances 

asked for a dismissal of the complaint 


because the facts are insufficient to con- 


stitute a cause for action. 
YOU CAN INTERCHANGE AND COMBINE BASIC UNITS...HAVE A COMPLETE 
d oug oO s lea the 
FAST-MOVING LINE OF LIGHTS WITH UP TO 90°, LESS INVENTORY! 
the fair trade price battle would spread 
to all large cities where discount houses - 
Here are the accent lighting fixtures Get our new catalog with full details. Write 
architects and display men are talking today —-Amplex Corporation, Dept. 47, 
outlets, department stores in other cities about. No longer need you stock every 117 Water Street, Brooklyn 1, N. Y. 
have been, for the most part, content to lighting arrangement for a full line. 
Keep complete assemblies that are in 
: greatest demand on hand, plus a supply 
taking any action of additional basic “Adapt-A-Units,” 


Just how the present battle will affect and you're prepared to fill any display 
the entire fair-trade lighting order right from stock. m ex 

. © ace pricing ructure Not only do you save space and 

remains to be seen. Merchandising men money, but assure faster turnover too! 
believe that it means either the manufac- | For Amplex Swivelites have what users Reflector Lamps * peo Oe bite 
want: Easier-action double-ball swivel lood- 
turers and distributors must enforce or lay Lamps Spotlights and Flood 
non-tarnishing, non-blistering finish fights Fluorescent Tubes * Color 

their fair-traded price schedules or wit . cooling, air-flow ventilation Clips and Filters. 


watch developments in New York before 
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ness the repeal of fair-trade laws. There 
appears to be little doubt that the fair- 
trade price struggle in New York may be 


embarrassing to a number of manutac 

turers and distributors as well as the en 

tire fair-trade cause However, it 


possible that some new constructive poli- 
Pp D U C T cies may be forthcoming because this 
4 industry problem has been brought to a 
4 head. —perhaps in the form of amendments 
—— to the various State fair-trade laws, or 
possibly through more careful supervision 
of retail sales by manufacturers and 
closer control of wholesale orders 
The fact that manufacturers and dis 
tributors of electrical housewares have 


only in moving a large volume of met 

Ly bd ATR BE “7 chandise regardless of how it is sold at 

For Sure Servic —7 l 0 the retail level, makes it imperative that 
the manutacturers and distributors demon 

“Latrobe” Floor Boxes and Wiring Specialties are designed straight and strate their sincerity in enforcing price 
to the point. Their fewer parts make for quicker installation, trouble-free agreements and prove that they are will- 
performance. ing to lose the business of discount houses 
rather than permit the latter to offer un 
fair competition to long-established legi 


“Latrobe” Products are it They save time, trouble 


and money. 
timate outlets 


Trade sources believe manufacturers of 
electric housewares must either enforce 
their fair-trade contracts or prepare to 
have the legalized procedure for obtain- 
ing the benefits of a minimum price policy 
lost to them completely through repeal of 
the enabling legislation 


NO. 284 NOZZLE WITH NO. 252-R TWO GANG 
NO. 200 COVER PLATE ADJUSTABLE FLOOR BOX 
This Duplex Receptacle Nozzle is neatest and Sturdy and efficient with No. 208 Receptacie in 


most compact fitting on the market. Furnished one section. One Cover Plate has '/2"° Flush 
with either /."' of %&" brass pipe extension Brass Plug; other has 2°’ Flush Brass Plug 


wo, 900 Vom Yeon NO. 110 “LATROBE” One Size Fits BOTH 


UTILITY OUTLET WATERTIGHT FLOOR BOX 


A hand eneral purpose outlet for use in The simplicity and directness of design of the P d G d Rod 
wood show win- 110 15 to 20 minutes thins per ipe an roun 
dows, etc. Quickly installed without special box. Results in safer job with more wire space 
tools and without marring woodwork finish inside, 208 Receptacle. Cover Plate, 3//,'' diam. Reduce your inventory with this heavy 
cast bronze Sherman Ground Clamp, 
which fits 14" to 44" pipe, as well as 
12” to 1” diameter ground rod. Quick 
Sold Only ana and easy to install—no loose parts to 

Wholesalers handle. Essential for copper ground 
pipe connections preferable for all 
kinds of grounds. A low cost clamp 
that assures an efficient permanent 
connection. 


KEYSTONE FISH WIRE “BULL DOG” BX 
Finest grade flat steel wire perfectly tem CABLE STAPLES H. B. SHERMAN MFG. CO. 


pered for strength and safety. 100, 150 and Their top quality makes these staples safe and Battle Creek, Michigan 
200 foot coils in ten sizes—lightest work to dependable. Packed in box, carton, keg and 
heaviest power wiring barre!. Popular everywhere 


FULLMAN MANUFACTURING CO. Shitmil 


LATROBE . PENNSYLVANIA Electrical Fittings 
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EErs 18th Convention 
Draws Record Turnout 


ATLANTIC CITY—The largest con 
vention in the history of the Edison Elec- 
tric Institute—with registration totaling 
2,878—was held June 5-7 in this city. It 
was the Institute’s 18th annual convention 

The EEI board of directors elected 
Louis V. Sutton, president of the Carolina 
Power & Light Co., as the president of 
the Institute for 1950-51. Henry B 
3ryans, president of the Philadelphia 
Electric Co., was elected vice president 

One of the 14 speakers at the conven- 
tion, W. C. Mullendore, president of the 
Southern California Edison Co., declared 
that “everybody is getting hurt by the ex 
pansion of federal power—the people are 
losing because they are being deprived of 
the God-given right to manage their own 
lives.” 

“Everyone is becoming more and more 
dependent upon government for his job, 
earnings and home; for direction and con- 
trol in the managment of his farm or 
business and the price he is to get for his 
products and services; for his care in old 
age, sickness and unemployment,” he 
said. 

Mr. Mullendore in particular con- 
demned the “government invasion of 
business,” referring specifically to the in 
roads made in the power industry. He 


FREE SAMPLE 


The first practical ‘cure’ ior the outlet-box- 
in-plaster-wallboard “headache.” 


THE NEW BUTOW 


STAY PUT 
ANCHOR 


An anchor that really works. No extra tools 
needed. Easily lined up, quickly mounted. Holds 
box permanently in plaster and fibre wallboard 
—in wire laths, too. Use reguiar #4 wood 
screws. Allows use of all knockouts. Amazingly 
simple. Leaves hands free to secure cabling and 
box. Nothing to cause ‘‘shorts.’’ Works with 
gangs of two or more boxes, too. Saves time. 
No comeback because it really STAYS PUT 


“SEND 
x 


Request at once 
on your letter- 
head. No obliga- 
tion to buy. Just 
try it 


D. L. Butow Co. 
1427 Fowler Ave 
Evanston, fil 


7 


| 
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"...an' I had to replace so many pieces on 
that job, th’ kids started callin’ me uncle!" 


P. S. Its easier te make friends ly using P&S deuices 
in the first place! Gor fine materials, con- 
depend on PES / 


P&S polarized outlets are stronger, last longer 


Outlets in this matched line have sturdy all-bakelite bodies with Ye” minimum 
wall thickness . . . rugged terminals . . . No. 8 binding screws have large 
heads, and take No. 10 wire easily . . . husky, long-life contacts with spring at 
the base, far from arcing point . . . strong, zinc-plated steel back . . . .050 
bakelite cover for added safety . . . available in 2, 3 and 4-wire models, 
rated 10, 15, and 20 amps; 
125 and 250 volts . . . Under- 
writers’ approved, meet or ex- 
ceed all Federal and R.E.A. 
specifications. Add it up and 
you get another typical P&S 
device . . . quality, depend- 
ability, and easy installation! 


atalog No. 6051 
3-wire) (Available 


trom all P&S Distributors 


PASS & SEYMOUR, Inc. 


89 Boyd Ave. Syracuse 9, New York 
Maker of the famous P&S-Despard Line 
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said that “every trick and device, every 
| abuse of power, every misrepresentation 
and deceit known to a large body of ex- 
perts in all these lines, have been used 
by representatives of the government to 
advance the cause of their first love—the 


i | 
X SOLD FRLE socialization of the power industry.” 
- | Statism was also attacked by another 


speaker, James E. McCarthy, dean of the 


| College of Commerce, Notre Dame Uni- 
versity, who urged American business 
leaders to assume their economic and po 


litical responsibilities in order to turn 
' back the tide of government intervention 
Here's a neat lug that will fit in in the field of business 

almost anywhere. It's made of | “Business has made the tactical error 

pure electrolytic copper — : ot being against totalitarianism first ant 

ae for private enterprise second,” Dean Mc- 

it's smooth — it's uniform : Carthy said. “It has permitted itself to 

soe really does a job. i be jockeyed into a position where it is 
definitely on the defensive.” 

That any broad program of growth 
within the electric utility industry cannot 
be effective until top management becomes 
Underwriters tested. ‘ ae vitally and actively interested in the work 

of the sales department was declared by 
G. W. Evans, vice president and general 
manager of the Kansas Gas & Electric 
Co 

Mr. Evans added that this salesminded- 
ness of management must also seep down 
to all employees in all departments. He 
said they must realize that the sales de- 
partment is “not a necessary evil but is 


really worthwhile.” 


eae ; Your customers will get along like 
R | T F 0 R |newlyweds with their electrical appliances, @ 
: ° . if the cord sets are CORNISH... 
8 0 A 6 E A A L the sure guarantee of perfect contact 
and long wear... the happy farewell 
te CORDelirium! 


LOW HEAT 
RISE ASSURES 
ALMOST 
50% COOLER 
OPERATION 


; a A full line of Flexible Cords 
For 6 wire sizes from +14 to 500,000 em. for the Repair and Service 
industry, obtainable through 
Jobbers and Distributors 


ILSCO COPPER TUBE & PRODUCTS, INC. CORNISH WIRE COMPANY,» 


InN CINNATI 27, OF 15 Park Row New York 7, N.Y. 


Please address: 5746 Mariemont Ave. 
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Charles E. Oakes, president of the | 
Pennsylvania Power & Light Co., urged | WAFER THIN 
“home ownership” of electric compames - 
by customers and employees as a means ONLY 3% DEEP! 
of obtaining a great portion of the equity 
money needed for expansion of service 
facilities and as an effective check to the 
forces of socialism 

“As an industry we have many natural 
advantages which should be of great 
value in interesting the investing public,” 
Mr. Oakes said. “We are local industries, 
all of our property, customers and em- 
ployees are jocated where we serve.’ 

Other speakers included: Elmer L 
Lindseth, president, Cleveland Electric | 
Iuminating Co.; Ralph J. Cordiner, ex- | 
ecutive vice president, General Electric | 
Co.; William E. Knox, president, West 
inghouse Electric International Co.; 
W. E. Wood, executive vice president, 
Virginia Electric & Power Co.: Fred A 
Compton, vice president, Detroit Edison 
Co.; Kent Leavitt, past president, The 
National Association of Soil Conserva- 
tion Districts; Herbert W. Voorhees, 
New Jersey Farm Bureau; George H 
Love, president, Pittsburgh Consolidation | 
Coal Co., Inc.; Walter Greist, president, 
Allis-Chalmers Manufacturing Co.; C. N 
Phillips, speaking for Curtis E. Calder, 
chairman of the board, Electric Bond & 
Share Co., Ebasco Services, Inc 


Elected for three-year terms were 15 3 $ 750 


directors of the Edison Electric Institute 
LOUVER 


“EASY TO FISH” 


WITH 
ATLANTIC FISH WIRE 


SOLD THROUGH ELECTRICAL DISTRIBUTORS 
FOR DETAILS WRITE FOR BULLETIN No. 112St 


SERVICE ENTRANCE CAP 


ATLANTIC CONDUIT | FLUORESCENT FIXTURES OF CALIFORNIA 


Northern «3320-186TH STREET, SAN FRANCISCO 


FITTINGS CO. CONVENIENT Southern Colifernia: 613 IMPERIAL STREET, LOS ANGELES 
BOSTON, MASS. PLANTS Pecitic Northwest 1318 S. W, FIRST PORTLAND, ORE. 


July, 1950—ELECTRICAL WHOLESALING 


3 
4 
i 
a 
= VIRE . - 
ust 
| / u 
0 
: | Brite= 
# 
1819 
| 


MAGNETIC 
STARTERS 


SMALLEST SIZE 4 ON THE MARKET — Patented “RA” (Right 
Angle) Balanced mechanism cuts space in half. HIGH ARC RE- 
SISTANCE — Long arc path; silicon-chute enclosed contacts, shaped 
to force arc to extinction. EASE OF WIRING AND SERVICING — 
Straight through wiring, plenty of working space in the box; termi- 
nals front-wired; line and loads connect at opposite ends. 4-PILLAR 


ALIGNMENT 


Assures straight line action, greater stability. FOR 


ITS SPACE-SAVING FEATURES, FOR ITS WORK-SAVING FEATURES, 
THE NEW AH SIZE 4 “RA” MAGNETIC STARTER 
IS THE SENSIBLE ONE TO SPECIFY AND BUY. 


Write today for literature on Arrow-Hart Type 


“RA” Magnetic Starters, 


available in local 


and remote control or selector switch types — 


all sizes. 


CONTROLS APPARATUS 


FOR 


PERFORMANCE 


1607 HAWTHORN STREET 
HARTFORD 6, 
CONN., U.S.A. 


BRANCHES IN: BOSTON, CHICAGO, CLEVELAND. CINCINNATI, DALLAS, DENVER, 
t 


OS ANGELES. NEW 
CANADA 


PHILADELPHIA, SAN FRANCISCO, 


ARROW HART & CANADA MT. DENNIS, TORONTO 


They are: A. M. Beebe, president, 
Rochester Gas & Electric Corp.; C. P. 
Crane, president, Consolidated Gas, Elec- 
tric Light & Power Co. of Baltimore; 
E. W. Doebler, vice president, Long Is 
land Lighting Co.; M. F. Gill, president, 
Kansas Gas & Electric Co.; N. B. Gus- 
sett, president, lowa Power & Light Co.; 
D. S. Kennedy, president, Oklahoma Gas 
& Electric Co.; R. H. Knowlton, presi 
dent, Connecticut Light & Power Co. 

L. M. Klauber, board chairman, San 
Diego Gas & Electric Co.; E. L. Lind- 
seth, president, Cleveland Electric Mlumi 
nating Co.; H. E. Meade, vice president, 
New Orleans Public Service; J. W. 
Parker, president, Detroit Edison Co.; 
H. T. Pritchard, president, Indianapolis 
Power & Light Co.; K. M. Robinson, 
president, Washington Water Power 
Co.; L. V. Sutton, president, Carolina 
Power & Light Co.; and H. C. Thuerk, 
president, New Jersey Power & Light Co. 

In addition, two vacancies on the 
board of directors were filled. Named to 
fill the vacancies were Stuart Cooper, 
president Delaware Power & Light Co., 
who will serve until 1951; and J. G 
Hotzclaw, president, Virginia Electric & 
Power Co., whose term will expire in 
1952 

The Charles A. Coffin Medal was pre- 
sented to the Washington Water Power 
Co. at the convention. Ralph J. Cordiner, 


Hat’ “Ot 
to New Profits! 


POST-LITES, the outdoor fluor- 
escents, are today the biggest 
new business opportunity In the 
electrical Industry. 

Complete line. For lighting 
every type of business that op- 
erates after dark. 

Underwriters Laboratories’ la- 
be! of approval on every 
ture. 

@ 
Perfected and Guaranteed by 
@ 39-year old company. 

Now in volume production and 
priced right for popular sale. 

Write for Catalog. 
W. H. LONG COMPANY 

108 W. Illinois St. 


Chicago 10, til. 
Established 1911 


TIRE* SUPPLY 
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executive vice president of the 


Electric Co., 
son, 
Power Co., 


of his company. 


presented Kinsey M 
Washington Water 
medal and a check 


president of the 
with the 
tor $1,000 for the employees’ benefit fund 
This award was estab 


lished 28 vears ago by the Charles 


Coffin Foundation as a tribute to the first 
president of General Electric 


Genera 


Robin 


—— 


FORMER wholesaler Hugh M. Nazor 
was recently named vice president in 
charge of sales of the Smithcraft Light- 
ing Division, A. L. 


Julian J. Smith, 


N. Y., branch. 


+ Y-ER Eas 


Wire doesn't have 
dirty, messy job. 
Smooth, creamy, non-greasy 


to be a 


Smith Iron Co., by 
company president. 
For the past 14 years, Mr. Nazor has 
been associated with the Graybar 
Electric Co. in various capacities, in- 
cluding manager of the Akron, Ohio, 
branch and manager of the Syracuse, 


Y-ER EAS washes cif the 


hands . 
clothes. 


. is not harmful to 


LEADING WIRE PULLING 
LUBRICANT FOR OVER 25 YEARS 


@ Reduces cable 
pulling costs 
20%, or more. 


@ Used on Lead, 
Rubber and Syn- 
thetic Covered 
Cables. 


@ Prevents sticking 
and setting of 
the cable. Facili- 
tates removal of 
the cable. 


@ Will not run back 
into manholes, 
on panels or 
switchboard bus 
bars. 


@ Tested and ap- 
proved by Un- 
derwriters Labor- 
atories, Inc. 


Y-ER-EAS is used in these industries: Con- 
struction, Utilities, Industrial, Steel, Mining 
and Railroad. Write for prices. 


ELECTRO COMPOUND 60. 
Cleveland 


3812 W. 150th Street 


It’s What’ 5 Inside 
That Makes the Difference 


Looking inside a Jefferson THERMAL Saf-T-Lag Fuse you quick- 
ly see the construction features that make the difference—in 
performance, protection and economy. 


TRIPLE PROTECTION 
Saf-T-Lags provide triple protec- JPR 


tion. (1) They afford prompt, ade- 


quate protection to wiring and a 
equipment against SHORT CIR- 5A 
CUITS. (2) They furnish an ex- /, 


treme accuracy of calibration and pertnald 

a long TIME-LAG that elim- FU 
inate unnecessary blows on 

harmless overloads of short duration. (3) 
Saf-T-Lags also provide THERMAL protection 
to panel boards and switching equipment thus 
avoiding damage caused by poor contact, in- 
sufficient air circulation or poor heat dissipa- 
tion. 

The use of copper for the link means low 
watt loss and a cooler operating fuse. The 
balanced design of the link guarantees equal 
heat dissipation with no hot spots. 

Write for Folder 482-ST and learn why 
Jefferson Thermal Saf-T-Lags are not just 
another non-renewable fuse but a triple duty 
fuse. 


Approved by Underwriter’s Laboratories. 
JEFFERSON ELECTRIC COMPANY 
Bellwood, Illinois 


Send for Folder 
482-ST Today. 


The Jefferson Extensive Line of Fuses includes: ‘ 
Sef-T-Lag Thermal Fuses * Union Renewable Fuses « Super-Log Renewable Fuses 
Union Indicating Fuses « Gem Non-indicating Fuses © Plug Fuses and Fustets 
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DEPENDABLE 
PERFORMERS 


in Paine‘s complete tine of 


hanging and fastening devices 


THAT GIVE LASTING SERVICE 


Whatever the hanging and fastening problem is, Paine 
has the answer. Whether you need a special size or 
shape for a special job, or whether it is standard, you 
get prompt delivery and uniform, top quality from 
Paine, For Paine anticipates your every need to give 
you faster, all-around service. Check the three items 
described below. They are typical of Paine’s complete 
line of dependable devices that help you do a better job. 


No. 1 — Hanger Rings and Bolts 
(Fig. 600) 

Ideal for supporting pipes, conduit and ar- 
mored cable. Smoothly plated for modern 
appearance and lasting finish. Bolts are 
~N precision threaded and are also plated for 
\ easier handling. Each ring is stamped for 
quick identification, Packed in handy boxes 

for shelf-storage. 


No. 2— “Snugfit” Pipe Hooks 
(Fig. 610) 

Paine “Snugtt™ Pipe Hooks give these extra 

advantages: 1. Hook-ends are needle sharp 

... penetrate the toughest materials. Have a 

hammer head that makes them easy to “drive 


home”. 2. Hooks are “formfit” so that they 


cover a greater circumference of pipe for full 
support. 3. Seven diameters are made in 
four lengths. 


Vo. 3 — Pipe and Conduit Clamps 
(Fig. 445) 

Especially designed to permanently hold or 
secure, with or without percelain bushings, 
pipe, thin wall or rigid conduit and armored 
cable. Correet sized stove bolt furnished free 
with each clamp. Correct size is plainly 
marked on each clamp. The '4” hole in base 
of clamp allows use of Paine anchor or 
Toggle Bolt to fasten objects securely to wall 
or ceiling. Thickness of stock plus rigidity of 
device withstands shocks or vibrations, 


WRITE FOR COMPLETE CATALOG 


The PAINE CO. 2979 Carroll Ave., Chicago 12, Ill. 


Offices in Principal Cities 


J. T. OGLE has been appointed sales 
manager for Tristate Electrical Supply 
Co., Hagerstown, Md., according to a 
recent announcement by R. A. Stott, 
president. Mr. Ogle has been asso- 
ciated with the wholesaling industry 
for the past 19 years as a jobber and 
manufacturer's representative. He has 
also served as customer service mana- 
ger for Fairchild Aircraft. 


Wesco To Repeat “Farm 
Family Night” Promotion 
NEW YORK-—Plans for launching the 


second year of the Westinghouse “Farm 
Family Night” were announced here re 
cently by the Westinghouse Electric Sup- 


AENT 


CITES DAILY USE 


Of Buying Information 


McGRAW-HILL’S PRE-FILED ELEC- 
TRICAL CATALOGS is the standard refer- 
ence book in the offices of many important 
contractors and wholesalers. There is a well- 
thumbed copy in the office of Mr. John 
Braham (picture above), Partner in the 
firm of John Braham Electrical Supply Co., 
New York City, to which he and his asso- 
ciates refer regularly as an authoritative 
source of Buying Information for all sorts 
of electrical equipment and supplies. 
Recently, Mr. Braham told us: “We use the 
Catalog daily. It is very useful.” 

If PRE-FILED ELECTRICAL CATALOGS 
is not available for buying reference at your 
plant, write to MeGRAW-HILL CATALOG 
SERVICE, 330 West 42nd Street, New York 
18, N.Y. There is no charge to qualified 


users, 


ELECTRICAL WHOLESALING—July, 1950 


>. 
| 
| 
= 
| 
eee | 
— 
3 
i 
iq 
The Best Craftsmen A Take 


ply Co. Five hundred such meetings are 
expected to be held in 1950 

\ Farm Family Night is a two-hour 
program, conducted by a dealer, in which 
educational films, demonstrations, enter- 
tainment, door prizes and refreshments 
are combined to promote sales of home 
appliances and farm productive equip 
ment 

The program is being repeated as part 
of the Wesco’s drive to intensely culti 
vate the farm market, it was explained 
by A. W. Sullivan, general advertising 
manager of the electrical wholesaling 


irm 


Walter Sturrock Elected 
New President Of L.E.S. 

NEW YORK-— Walter Sturrock, of 
Cleveland, Ohio, has been elected the 
46th president of the Hluminating Engi- 
neering Society by its approximately 
7,000 members, it was announced here re 
cently by that organization 

Mr. Sturrock, head of the engineering 
publications section of General Electric’s 
Lamp Department at Nela Park, Cleve- 
land, will assume the office at the begin 
ning of the Society's fiscal year next 
October 1 \ Fellow of the LES. Mr. 
Sturrock has served on many of the 


PROTECTED 
switch 
WALL 
PLATES 


CHROME 
PLATED 
o 


STEEL 
o 


Ivory 
WRINKLED 


Write for 
CATALOG 


PRICE LIST 


HONER MFG. 
412 S. GREEN ST. 


co. 
CHICAGO 7, ILL. 


Used by 


the foot — sold 


by the mile 


—for greater dollar volume! 


You're not guessing when you stock Accurate Tapes. These 
quality tapes have enjoyed steadily increasing demand for 
over 30 years. Distributors handling the Accurate line have 
benefited accordingly. If you do not stock Accurate Tapes — 
or if you handle only a portion of the line — we suggest you 
write us today for name of the Accurate representative near- 
est you. Warehouse stocks and agents strategically located 
throughout the country. 


ACCURATE FRICTION TAPE 


Made of high grade rubber, 
finest cotton bose. Provides 
maximum mechanicol protec- 
tion. Avoiloble stondord ond 
A.S.T.M, grodes. 


IT’S TAPE... 1T WILL PAY YOU TO MAKE SURE 
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ACCURATE RUBBER TAPE 


Features high elasticity, excel- 
lent cohesion, high dielectric 
strength, super aging avoli- 
ties. In stondord and A.S.T.M.- 
A.A.R. grades. 


NEW ILLUSTRATED CATALOG 


Complete specifications ond 
data on Accurote Tapes. Coll 
or write for your copy to Accu 
rote Manufacturing Company, 
Garfield, New Jersey. 


4 FRICTION AND RUBBER- 
: 
= 
BRASS 
: 


Society’s committees for over 25 years, 
and was national secretary for two years 


his election as vice president in 
SIX BIG. REASONS WHY 4 a nus election a ce 


The new I.E.S. president was born at 


RITTEN HOUSE DOOR CHIMES Knoxville, Pa. ‘He received an M.E. de- 
gree in mechanical engineering in 1916 
ARE YOUR BEST BUY! 


UNEQUALED, DISTINCTIVE 
CATHEDRAL TONE 


Walter Sturrock 


from Cornell University, and joined the 
RD*72 STANDARD DISPLAY General Electric National Lamp Works 
at Nel ark tl same 
FOR EVERY TYPE STORE Other officers elected are: Vice presi 
dent, E. M. Strong, Cornell University, 


Get into the profit-making door chime Ithaca, N. Y.: treasurer, R. F. Harten 
business with an attractive display board. 
Your customers will see and hear the . 
various models and actually sell them- general secretary, \. H. Manwaring, 
selves. Now you can get a new display Philadelphia Electrical & Mfg. Co., Phil 
board for the priee of the chimes alone. 
- adelphia, Pa.; directors |] \. Hobbs, 
Several boards to choose from, completely 
wired, with transformers, push-buttons, 
and plug-in cords and Roy A. Palmer, Duke Power Co 
Charlotte, N. C. 
New regional vice presidents to be in- 


stein, Ohio Edison Co., Akron, Ohio; 


Smoot-Holman Co., Inglewood, Calif. 


stalled in October are Great Lakes 

Region, F. ( Winkler, Westinghouse 

Electric Corp., Cleveland, Ohio; Mid- 

western Region, Charles N. Laupp, Wis 

onsin Electric Power Co. Milwaukee, 

Wis.; Northeastern Region, R. G. Slauer, 

Soleaniie Electric Products, Inc., Salem, 

Mass.; Pacific Northwest Region, K. E 

5 RITTENHOUSE ” Hollingsworth, Puget Sound Power & 
FLOATING PERCUSSION UNIT Light Co., Seattle, Wash South Pa 


Phis exclusive Rittenhouse “first” makes cific Coast Region, C. O. Martin, Ben- 
possible for the first time—smooth, quiet, jamin Electric Mtg. Co., San Francisco 
chime operation. No more objectionable 
hum or buzz...no more sticking plungers. 

In actual laboratory tests, a Rittenhouse 
Floating Percussion received the 
equiv alent of 1470 years ef normal use and 
is still giving mechanically perfect, trouble- 
free operation. NO BKITTENHOUSE DOOR 
CHIME WITH A) FLOATING PERCUSSION 
UNIT HAS EVER BEEN RETURNED TO US 
FOR SERVICING BECAUSE OF A JAMMED OR 
STICKING PLUNGER. 


iit 


SODERING 
Rittenhouse dealers spend their time selling not servicing, thanks to WELDING 
the top quality and value in erery model. Liberal mark-ups, sales and BRAZING 
promotional help, and national advertising make Rittenhouse Door 
Chimes protitable for you. Write today for complete information. 


*Available on most models. 


THE RITTENHOUSE CO., 


(DOOR CHIMES + BELL AND SIGNALLING BRYN MAWR AVE. 
ELECTRICAL PRODUCTS CHICAGO 31, ILL. 
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Graybar Announces 
Four Appointments 
NEW YORK—W. E. Henges, Cleve- 


land district manager for the Graybar 


Electric Co., becomes assistant to the 
president effective September Ist, A. H. 
Nicoll, company president, announced re- 
cently. At the same time, Mr. Nicoll dis- 
closed that C. E. Kirkpatrick, manager 
of Graybar’s Memphis branch, will suc- 
ceed Mr. Henges as Cleveland district 
managet 

\ native of St. Louis, Mr. Henges 
has been with Graybar since 1913 when 
he was hired as a receiving clerk at that 
city. He became a salesman in 1919 and 
assistant manager in 1936. He was made 
district manager at St. Louis in 1942 and 
transferred to Cleveland 
capacity in 1944. Last year, Mr. Henges 
was elected to the company’s board of 


in the same 


directors 

Mr. Kirkpatrick joined Graybar in 
1936 as a quotation clerk at San Fran 
cisco. He became a salesman at Salt Lake 
City that same vear and in 1940 was 
made San Francisco district lamp and 
lighting manager. Following naval serv 
ice from 1942 to 1945, Mr. Kirkpatrick 
was appointed manager of Graybar’s 
Albany, New York branch and was trans 
ferred to Memphis in 1948 in the same 
capacity. 

Named to succeed Mr. Kirkpatrick as 


Something New! 


SERVICE 
EQUIPMENT 


This unit, contain- 
ing HEINEMANN 
Magnetic Circuit 
Breakers, has TWO 
sets of handles — 
one set for main 
disconnect of all 
circuits in the 
home, one set for 
special circuits Cat. No. H-4240-1 
such as a Water 

Pump. By pushing the BLACK handles (at 
left) to “OFF,” the current to all circuits 
except the pump circuit is cut off. The 
RED handles (at right) remaining at "ON" 
indicate that the current is still available 
for fire fighting purposes. 


Send for NEW BULLETIN 2012. 
HEINEMANN ELECTRIC CO. 


152 Plum Street 
Trenton New Jersey 
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BOLT THREADING 


Announcing Handy New 
Fri Bolt Dies 


"Good idea—this 
carrier for bolt die 
sets—makes 

hard to lose.” 


No. OOR-B—4" to 1” 
National Coarse and 
Fine Thread. 


@ Your customers are ready to thread bolts fast with these new RITZA(ID 
Bolt Dies . . . and you're ready for fast sales when you stock ’em. Dies 
easily reversed for threading close to bolt head. No adjustment needed for 
standard threads—adjust easily for undersize and oversize threads. Special 


steel dies, precision cut for long service. You can sell the die heads alone if 
your customer has a RIAD OOR—bolt dies fit OOR drive ring—an 
economy your customers like. Ask your jobber for this latest RITAAID 
worksaver tool. 


New RIGID 3-Way 
Bolt Die No. 33-B— 
Handy tool for %", 
%", %". 


THE RIDGE TOOL CO. « ELYRIA, OHIO 


— 
| 2 
| 

| 

DUAL iz 

WORK-SAVER PIPE TOOLS 
91 


| district manager of the Memphis branch 
of the Graybar Electric Co. was J. W. 


Horne, according to an announcement by 
S. Powell, St. Louis district manager. 


well, 

\ native of Pensacola, Fla., Mr. Horne 
comes to his new position from that of 
manager of outside construction and 


power apparatus sales at Jacksonville 
Fitti d Fi t He joined Graybar as a shipping clerk at 
I ings an IX ures Miami in 1933. One year later he became 
an appliance salesman, serving in that 
capacity and as a combination appliance 
and supply salesman in Miami, Savannah 
and Tampa. In 1944, Mr. Horne was 
made manager at Savannah. He was 

transferred to Jacksonville in 1947 
Che appointment of Wm. McNulty as 
manager of the Syracuse branch of the 
Graybar Electric Co. was announced by 
Herbert Metz, New York district man- 

ager 

Mr. MeNulty joined Graybar in 1936 
lighting department 


was transferred to the New York district 

house in the student traming course, 

BUILT RIGHT TO LAST later becoming an office salesman. In 
1939 he was made a salesman at Buffalo 

PRICED RIGHT FO Following army service during the war, 

R PROFIT Mr. MeNulty returned to his former post 

tion at Buffalo. One year later he was 

transferred to district headquarters in 


New York, specializing in selling to rail 


roads 


NAME YOUR TAPE.. 


GET MORE FOR YOUR MONEY 


Blackhawk No. 514 
Porcelain Enamel Yard Lights 


immediate delivery from adequate stocks to electrical wholesalers only 


Write for free Catalog 


BLACKHAWK INDUSTRIES, 


DUBUQUE, IOWA 


Entrance Cable Fittings @ Sill Plates @ Staples 
Connectors @ Box Supports @ Cable Straps 


Locknuts and Bushings @ Wire Holders 1 eather on d Deas: 


Yard Lights @ Fluorescent Brackets 


friction and rubber tapes 
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why use two men 
to carry one 8-ft. lamp... 

when one man can 
carry eight 4-ft. lamps? 


C. W. BOSTROM, advertising mana- 
ger of Edwards Co., Norwalk, Conn., 
was recently elected president for 1950- 
51 of the Western New England Chap- 
ter of the National Industrial Adver- 
tising Association. 


Appliance Firm Names 
Five New Distributors 


Electrical 


CLEVELAND—The Apex 


Manufacturing Co., of this city, recently 


announced the appointment of five new 


distributors for its cleaners, washers 


ironers, dryers and dishwashers. 


The five distributing firms named are 


as follows: Robertson Supply Co., Orlan 
do, Fla.; McDonald Electric Co., Miami, 
Fla.; LeValley McLeod, Inc., Elmira 
N. Y.; Empire State Wholesalers, Inc., 
Cohoes, N. Y.; Monroe Electrical Prod 
Inc., N. ¥ 


ucts, Rochester, 


THE COMPLETE has all the advantages 


of the 8-ft. lamp- 
LINE for the TRADE but scaled down to human, handy size 
100% AMERICAN MADE 


UNDERWRITERS APPROVED Easier Service and Maintenance 


ONE MAN .... can carry it, relamp it 


BUY FROM YOUR mount it, maneuver it 


JOBBER AND ASK @ No starters — no starter trouble 
FOR “POLLY” 


e Virtually same lumen output per foot as 8-ft. 
lamps 

e Easier to store 

e Safer—safety codes in large national 

organizations require 2 men to handle 

anything longer than a man’s height 


Catalog 
and Prices 
on Request 


Available in every 2 or 4— 40W fluorescent 
fixture in the complete GUTH line. For full 
details, call your nearest GUTH Resident 
Engineer or write today for Bulletin 87!-G 


IGHTING 


THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 


> 


[ites 
- Tey re Beat! 


WE CATER TO THE WHOLESALER 


LEO POLLOCK CO. 
Mfrs. 
NEW YORK 13 on 
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An important question with all WHOLESALERS 


‘HOW CAN I GET MORE PROFITS?,. 


8972-8974-8976 YARD LIGHTS 


JACKSON 
Give the Answer — 


If it's QUALITY . . . GOOD APPEARANCE ... 
SERVICE . BUSINESS WITH PROFIT you want— 
JACKSON gives you all these. We can supply ciation’s recent dinner and dance with 
YARDLIGHTS of modern design—one-piece hea Joseph Kurzon (left), chairman of the 


gauge steel, finished with three coats of VITREOU IACKSON affair and president of Joseph Kurzon, 
aalily 


PORCELAIN ENAMEL. Completely wired and Inc., electrical wholesaling firm of 
assembled. Withstands wind and weather. Listed ow York City, ond Rost 
by U. L.—approved for R. E. A. installations. Send RODUCTS 
for facts and figures. me ven 

* Sold only thru WHOLESALERS 

* Manufacturers of Lighting Equipment 


RMA Elects Sprague; 
JACKSON ELECTRICAL COMPANY Votes To Change Name 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 

CHICAGO-—Robert C. Sprague, presi 
dent of the Sprague Electric Co., was 
elected president and chairman of the 
board of directors of the Radio Manu- 
facturers Association at the conclusion 
of that organization's recent 26th annual 
convention at the Stevens Hotel in this 
city 

Mr. Sprague, who has been a director 
and put iton... ot the Radio Manufacturers Association 


since 1943, succeeds R. C. Cosgrove who 


completed his fourth term as president of 

» RMA. Mr. Sprague is a former chair- 

man of the parts division and was 

oer’ particularly active in association and in 
) SCORES OF USES dustry the 


affairs during war and the 


reconversion period. He was formerly 
Magnetic Contactors chairman of the OPA industry advisory 
committee of the radio parts industry and 
a member of the WI’B advisory commit- 
Positive performance for continuous and} tee on electric condensers. More recently, 
flashing duty, longest service, minimum at-} hc has been directing an educational pro 
tention. Will not overheat on 24 hour) gram for dealers and servicemen in his 
stretch. Solid contact pressure, instant open-| capacity as chairman of the RMA “town 
ing switch. Operates up to 60 times per min-) meetings” committe: 
ute at 80% of rating. 30-300 amp. AC, 1, 2, RMA members at the annual member 
3 poles. 30-200 amp. DC, 1, 2 poles. ship meeting voted to change the name of 
the association to Radio-Television Manu 


ZENITH TIMERS —A COMPLETE LINE | facturers Association in recognition of 


Unsurpassed quality at low prices. Send for the growing importance of television to 
complete catalog. the industry. The 


Here’s true dependability! 


change in name be 


Transfer Switches Automatic Reset Process Timers comes effective upon the filing of neces 
Remote Control Timers Program Timers 
Automatic Time Interval Timers Reversing Starters sary amendments to RMA’s Illinois  in- 
Switehes corporation chartet 
i Ww 
Also special automatic contro! equipment for special jobs rite | All amendments to the Radio Manu 


ZENITH ELECTRIC CO 


organization and services 
mechanically held. 148 W. Walton St., Chicago 10, Illinois committee, of which director J. J. Kahn 
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was chairman, were adopted at the mem- 
bership meeting, but with the specific 
condition that the proposed new scale of 
maximum dues will not become operative 
until after an acceptable reorganization 
plan is developed and adopted by the 
RMA board of directors. 

President Sprague will shortly appoint 
a new reorganization committee to con- 
tinue the examination of the Radio Manu- 
facturers Association structure and serv- 
ices initiated during the past year by the 
RMA organization and services commit- 
tee 

The authorized reorganization plan 
provided in the revised by-laws makes 
possible the election of a full-time salaried 
president of RMA whenever the board 
of directors so desires. It also creates a 
new office of chairman of the board and 
re-defines the duties of various Associa- 
tion officials and readjusts the dues scale. 
The RMA constitution is repealed in its 
entirety as unnecessary under the present 
Illinois charter. 

Bond Geddes was reelected executive 
vice president and secretary until July 31 
when he will retire after 23 years of 
service to the Association and become an 
RMA consultant 
rector of public relations and staff assist 
ant of the RMA parts division, who has 
been with Radio Manufacturers Associa- 


James D. Secrest, di- 


tion since early 1945, was elected secretary 


and general manager effective August 1 


Wesco Appoints Flynn 
To District Sales Post 


ROCHESTER, N. Y.—The appoint- 
ment of John V. Flynn as central New 
York district apparatus and supply sales 
manager for the Westinghouse Electric 
Supply Co., with headquarters in this 
city, was announced recently. 

Prior to this appointment, Mr. Flynn 
served as an apparatus salesman for the 
Wesco Rochester branch. A graduate of 
St. Bonaventure College with a B. S 
degree, he was a district manager for the 
Philco Corp. at Buffalo, N. Y., before 
joining Wesco in 1947, 


Continental Electric 
Names R. R. Cleghorn 


CINCINNATI, OHIO—The appoint- 
ment of Raymond R. Cleghorn as sales 
manager of the Continental Electric 
Equipment Co., of this city, was an 
nounced recently by J. B. Cottell, presi 
dent 

Mr. Cleghorn has just completed 22 
years of continuous service with the Bull- 
Dog Electric Products Co. as engineering 
supervisor and sales analyst. He is 
widely known as a writer and lecturer 
on sales techniques and engineering edu- 
cational subjects. 
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Cords and Cables 
with the 


& 60% Neoprene Jacket 


Positive 3 Way Protection 


* © jacket that contains 60% by 
weight of new 
* certification of the Neoprene 
content by a registered, pro- 
fessional engineer 
* cords and cables that are 
branded “Certified” 
“3 way proteciion” gives you 3 impressive selling 
points. Now — with the word “Certified” imprinted 
in the jacket — a customer can tell jacket contents 
at a glance. And the buyer who learns to depend 
on you to deliver superior products becomes a 
customer. Build sales with the wire thot's 
CERTIFIED! 


WESTERN INSULATED WIRECO. 


2425 EAST 30TH ST. * LOS ANGELES 58, CALIFORNIA 


World-wide recognition for 
this outstanding line of 
electric soldering irons — 


PLUG OR SCREW 


40 to 700 Watts 3 

to 1%" Tip Die, 
Follow the leaders 
you'll specif y HEXAC 


They'l) efficientiv selve 
your soldering problems 
too! Write for literature. 


= Specified by the big names 
forthe TroUGH JoBs! 


* MINNEAPOLIS HONEYWELL 
RADIO CORP. OF AMERICA 
STROMBERG-CARLSON 
* WESTERN ELECTRIC 


Important 
news to 


WHOLESALERS 4 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 


ip * WESTINGHOUSE users throughout the world, 
d hard-hitt 
EMERSON soles promotion compeign © 
Fe tell the st to a 
* KAISER ate million 
g men in industry each 


BENDIX 
SPERRY, 


month 


HEXACON ELECTRIC CO. 


AVE. ROSELLE PARK NEW JERSEY 
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‘James H. McGraw Named 
To Ad’s “Hall of Fame” 


DETROIT—The election of the late 

James H. McGraw, founder of the Mc- 

Graw-Hill Publishing Co., to advertising’s 

“Hall of Fame” was announced at the 

46th annual convention of the Advertis- 

ing Federation of America which was 

held at the Hotel Statler here recently. 

These fixtures are molded of Non- Four other men were also posthumously 

named to the “Hall of Fame.” They are 

I’, W. Ayer, Benjamin Franklin, Stanley 
Clague and Merle Sidener 

A leading figure in the publishing world 

and generally recognized for many years 

On the sea coast where salt laden before his death in 1948 as the dean of 

atmospheres rapidly destroy metal industrial publishers, James H. McGraw 

fixtures, UNION'S Non-Metallic fixtures began his publishing career in 1884 as 

are unsurpassed. fe a subscription salesman. He progressed 

No. 169 is also Dust and See 2 steadily through one of the most colorful 

Bug Proof, thereby elimi- K careers in publishing history until he laid 

the foundation for the largest industrial 


Corrosive and Non-Staining Bakelite. 
Thus they prevent the unsightly staining 
of the paint so often evident with the 
conventional metal fixtures. 


nating the constant 


chore of globe publishing organization in the world 


His life, which began Dec. 17, 1860, 
in Panama, Chautauqua County, N. Y., 
had all the picturesque qualities and in- 


cleaning. 


teresting developments of the classic 

Alger fable. He attended State Normal 

School at Fredonia, teaching simultane- 

; ously at a district school, and upon gradu- 

: : L. Tl N G co a ation, as valedictorian in 1884, was 
U N N N U A appointed principal of the district school 


PARKERSBURG, WEST VIRGINIA in which he had taught 


REPRESENTATIVES 


FOR LASTING wanted by 


MULT — MANUFACTURER OF 


® Pull Boxes 
FLOODLIGHTS ® Cutout Boxes 
ccusiientaee A NEW ® Flush Cabinets 
ENAMELED ELLIPTICAL ® Special Cabinets 


REFLECTORS 


e Several territories available 
© PROVEN FAVORITES , to aggressive sales organizations. 


Ay | Address: Box 6168 
OPEN Electrical Wholesaling 
TYPE 1510 Hanna Building Cleveland 15, Ohio 


500 W 
CAT. NO. 80808 


750-1500 W 

CAT. NO. 80888 
LINES WANTED 

Responsible manufacturers’ representative 
covering Alabama, Georgia, Florida, South 
; Carolina, Eastern Tennessee with sales of- 
WITH HR ; fices at Atlanta, Georgia and Orlando, 
GLASS LENS 
Florida. Can give complete coverage for 
additional electric and hardware products 
; in this area. Well established with 12 years 
cane, 3378 ; - experience calling on wholesale distributors, 


200 W 
CAT. NO. 3368 


a architects, engineers, contractors, dealers. 
CAT. NO. 3398 300-500 W. CAT. NO. 80708 
750-1500 W. CAT, NO. 80758 BOX RA6973, ELECTRICAL 
WHOLESALING 
MULTI ELECTRIC MFG. Inc. 330 W. 42nd St., New York 18, N. Y. 


4223-43 WEST LAKE ST. CHICAGO 24, ILL. 
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UNION’S 


New Work 


| Insulated Boxes make possible 
| economies hitherto unknown with Non- 
| 


Metallic Sheathed Cable. on 

Approved 

James H. McGraw 
1. Low Unit Box Cost 


2. Minimum Installation Time 


boy 


¥ 


Mr. McGraw relinquished teaching in 
favor of journalism when friends in 
Chautauqua started “The American Jour- | 


nal of Railway Appliances” pur- 
chased a little paper called “Steam.” He | Ideal for highly competitive housing 


went to New York to sell subscriptions projects. A must for Farm and 
By the summer of 1886, the company ' Home wiring where safety 
owed him $1,500. He conceived the idea is most important. 


of insuring his own life for $2,000, and 


3. No Grounding Required 


NO. 7050-C 


made the policy payable to a wealthy 
Quaker farmer he had known as a boy 
Thus he sought a loan and obtained a 
check for $1,000. He took stock in his 
company for the amount, plus the $1,500 
due him, and became vice-president of the 
little publishing house. Two years later, 


the company paid a 10 per cent dividend. U | 1 fe] N | N 4 U LATI N G co. 


From that time, progress was rapid 
He acquired one industrial magazine after PARKERSBURG, WEST VIRGINIA 


SALES REPRESENTATIVES 
WANTED 


Leading manufacturer of complete line of 
incandescent, fluorescent, slimline and 
louvred ceilings selling only thru electrical 
wholesalers is redistributing sales terri- 
tories and has opening in each of the fol- 


lowing states: Mass., Conn., Upper New 
York State, Indiana, Ohio, Kentucky, lowa, wtth 
Missouri, Minneota and Louisiana. Man 


applying must be able to read blueprints 
and work with architects. Write full de- 


tails in frst lever. giving post | | UTILITY TIME SWITCH 


NEO-RAY PRODUCTS, INC. 
315 E. 22nd St., New York 10, N. Y. When selecting automatic time switches for indoor 


and outdoor uses remember the advantages of 
dependable TORK CLOCKS. Ideal for — Signs 
and Window Lights — Pumping — Defrosting — 
Oil Burners — Pre-heating — Lead or Wax — Hen 
House lights. Write today for complete details. 


No. 948A $10.00 List 
30 AMP * SINGLE POLE TELECHRON MOTORED 
Americas 
Time Sutteh Value 


1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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another, and in 1916, took over the Hill 
publications, and the McGraw-Hill or- 
ganization began with nine national maga- 
zines. In 1909, seven years before the 
parent companies were consolidated, the 
books departments of the two companies 
were merged as The McGraw-Hill Book 
Company. A trade division, Whittlesey 
House, was established in 1930 and pub 
lication of fiction began in 1944 

Mr. McGraw made two outstanding 
contributions toward advancing the social 
and economic values of advertising. 

First, he directed the industrial press 

a higher plan of journalism. It was 
largely through his leadership that the 
business press established the high stand- 
ards of authoritative reporting and in 
terpretation of industrial and technical 
information that now prevail 

Always a pioneer, he was a tireless 
seeker for perfection in business jour 
nalism, He pressed continually for more 
effective editorial education of readers in 
the new methods, materials and equip 
ment, an expanding technology was mak 
ing available. At the same time, he re 
quired his publications to seek and 
cultivate markets of consistently higher 
potential to their advertisers. By thus 
setting high goals for himself and his 
staffs, he helped raise to new heights the 
usefulness of all business paper publish 
ing 


Second, he believed that editorial com 


FULL TIME 
SALESMAN 


lo travel for small but long-established 
manufacturer of pole line specialties. 
Some knowledge of pole line construc 
tion advisable but not essential. State 


experience and starting salary expected 


SW 7097 ELECTRICAL 
WHOLESALING 


520 N. MICHIGAN AVE. 
CHICAGO 11, ILL. 


WANTED 


Small manufacturers who want 
wider distribution 

An old established progressive eastern 
manufacturer with national electrical 
industrial) jobber distribution seeks 

additional — lines Manufacturers of 

electrical and allied products secking 
broad markets are invited to write 


RA 7117 Electrical 
Wholesaling 
330 W. 42nd St., New York 
18, N. Y. 


ANCHOR YOUR 


ELECTRICAL 
FIXTURES 


the EASY WAY 
the BEST WAY 


Anchoring and 
Fastening Devices 


FLEXO-FLUTE SPIN DRILLS 
Flexible spring cleans drill cut- 
tings out of hole automatically. 
No packing, makes faster, clean- 
er holes. Carboloy tipped. 


MACHINE SCREW ANCHORS 
Easy to install. Provide depend- 
able anchorage for fixtures in 
brick, concrete and other mason- 
ry. Work can be dismounted 
and reassembled easily. 


WING-TYPE TOGGLE BOLTS 


Unsurpassed for quick, secure 
anchorage in hollow construc- 
tion. Have endless uses in elec- 
trical installations. 


LITTLE MAJOR TURNBUCKLES 
Ideal for installing brace wires 
for electric signs, television an- 
tennae, etc. 


SOLD ONLY THROUGH JOBBERS 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 
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petence and _ responsibility must be 
matched by high standards of circulation 
integrity. He and the late John A. Hill 
were the first industrial publishers to 
print their total circulation figures in 
their publications, thereby hastening the 
end of an all-too-prevalent practice in 
business paper publishing of offering un 
verifiable circulation claims. Mr. Mc 
Graw’s rigid scrutiny of circulation prac 
tices and full verification of circulation 
claims by business publications con 
tributed greatly to the establishment of 
high standards of industrial advertising 
practice. 

In 1927 Mr. McGraw received the Bok 
Gold Medal “for distinguished personal 
service rendered American commerce and 
industry through raising the standards 
of advertising.” 

In 1926 he was honored by nearly 1, 
000 leaders in the fields of civil, electrical, 
mining and chemical engineering and 
their allied industries to mark his 40 
vears of publishing service to engineer 
ing and industry. 

In 1929 he received the degree of Doc 
tor of Commercial Science from New 
York University as “an educator trans 
formed into publisher who has never 
ceased to be an educator.” 

Mr. McGraw resigned as chairman of 
the board of directors of McGraw-Hill 
in 1935 after having spent 49 years in 
Bawa. He died in February, 1948 


Make Way for 


DEPENDABLE FUSE PROTECTION 


After all ... a fuse is only as effective 
as its protective qualities, That is... it 
can’t be “under” protective or costly 
idle production time results from un- 
necessary blowouts . . . likewise, it 
mustn’t be “over” protective or expen- 
sive equipment burn-ups may occur, To 
end all protection worries, we suggest 
you specify Monarch Fuses . . . they 
are specifically designed to meet your 
protective requirements 
and guard your production 
with lasting dependability. 
If your supplier does not carry 
Monarch, please write for name 
of nearest who does. 


Manarch ruse co., 


186 £. FIRST ST. 


JAMESTOWN, N.Y. 


MANUFACTURER'S AGENT 


representing several outstanding manu- 
facturers, is looking for ONE additional 
quality line for the New York Metro 
politan Area 

Our following amongst the electrical 
jobbers and contractors for many years 
will assure excellent representation 


Please write to 


RA7083 ELECTRICAL 
WHOLESALING 


330 W. 42nd ST. 
NEW YORK 18, N. Y 


REPRESENTATIVES 
WANTED: 


Long established manufacturer of 
Heater Cord and Extension Cord sets, 
Garage Trouble Lights, etc., has open 
territories—Commission basis. Address 
all replies to 


RW7077 ELECTRICAL 
WHOLESALING 


330 W. 42nd ST. 
NEW YORK 18, N. Y. 


UNIVERSAL 
PORCELAIN 
INSULATORS 


ae UNIVERSAL 


1549 EAST FIRST S$ 
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JRENEWABLE 
| Fuses | 
helps make a 
| TRACE wine 
99 


“Oh, oh. My wife put my lunch 
in the wrong box. That was a 
ham sandwich we just wired!" 


PS. Let that he a lesson 
fo you, Gatto. Wiring a 
ham sandwich 4 almost as 
silly as installing inferior 
products instead of Pass & 
Seymour deuices. 


<Pis> 


keep out moisture with the 
PaS WEATHERPROOF line 


Pas 
Cotalog No. 4526 
(Available from your 

P&S Distributor) 


There's no corrosion, no short circuits due to 
moisture when you install P&S Weatherproof 
devices. Each device is sealed with cover and 
plate gaskets . . . switehes T-rated for Type C 
lamp loads . . . ovtlets have constant-tension 
contacts, gripping both sides of the plug cap 
blades. The P&S Weatherproof device shown 
here combines an outlet and a single pole 
T-reted switch, 10 omps, 125 volts; 5 amps, 
250 volts. This typical P&S Weatherproof 
device has Underwriters’ approval, meets or 
exceeds all Federal and R.E.A. 
It is another example of P&S quality, depend 
ability and easy installation — three reasons 
why P&S devices have been the choice of 
electricians and architects for sixty years! 


PASS & 
SEYMOUR, Inc. 


89 Boyd Ave. 


specifications. 


Syracuse 9, N. Y. 


Moker of the famous P&S$-Despard Line 


100 
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Screw cover 
pull boxes 


Hinge Cover 
Ox 


Flush 
including Type 
A 


phone 


cabinet 


Park boxes and cabinets 
conform to Underwriters Lab- 
oratories specifications and 
bear the Underwriters’ labels. 


METAL PRODUCTS CO. 
19197 Sherwood, Detroit, Mich. 
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NOW never YEARS OF RESEARCH A PLASTIC TAPE 
WORTHY OF THE PLYMOUTH NAME 


PROTECTIVE 7 solid mils of high dielectric vinyl 
as against 6 for other brands. Gives 16% more dielectric iently. Five 30-tt. 
and mechanical protection. rolls, ¥%4” width in 
DURABLE . . . Extra thickness insures against chafing handy container. 
through. 

SAFE . . . Dielectric resistance of more than 10,000 

volts. Over 1,400 volts per mil. 

TOUCH .. . Resists water, acids, alkalies, corrosion, 

varyii.g temperatures and weather conditions. 


VERSATILE -.. Adheres perfectly and conforms smoothly 
to all contours. 


PRACTICAL . . . Answers the problem of space and 


neatness. Packed indi- 


vidually. One 
ECONOMICAL .- . . Greater flexibility and stretch makes 60-ft, roll, 34” 


each roll go further. ] width in single 


CONVENIENT . . . Packed in sizes electricians have ‘ / pocket-size 
demonstrated as their choice for years. metal can. 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, MASSACHUSETTS 
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How Many 
Fuse Prospects 
Have You? 


Sometimes things are so easy 
to see that we forget to look at 
them. For instance, everybody 
knows that wherever there are 
electrical circuits there must be 
protection for them. We all 
know, also, that somewhere in 
those circuits fuses are used. But 
in a lot of cases a salesman will 
call on a fuse user time after 
time and forget to ask for his 
fuse business. It is so easy to 


overlook the obvious thing. 


—let others do it 
—while you sell 


Hot weather, hot sunshine, hot sticky showers—how they 
wreck sales pep. Pretty hard tliese warm days to keep up 
that old selling spirit. 


Some wise sales manager once said—Turn every objec- 
tion into a selling asset.” Generally speaking that’s sound 
advice—it surely is in this case. 


None of us can do anything about the weather—but we 
can let- OUR COMPETITORS do the slumping while we 
do the selling. 


Let them chat about fishing or the Ozarks, tennis or beer, 
Coney Island or what not—while they babble we can sell 
and when selling is over, let’s grab the hat and travel— 
there are others to be sold. 


Of course, hot weather gets buyers, too. It’s hard to keep 
them interested. Probably your best bet is to pick out 
articles that have special sales appeal and talk about them. 


Among such products there are none that lend them- 
selves better to a good sound, interesting sales talk than 


FUSETRON dual-element Fuses. 


Refresh your memory from time to time with the brief 
sales talk that ison the FUSETRON bulletin in your binder 
—or better still talk to the BUSS sales representative. He is 
always getting new ideas from 
headquarters to pass along to 
you. 


BUSSMANN MFG. COMPANY 


St. Louis, Mo. 


Division of the McGraw Electric Company 


Sell FUSETRON fuses for installation 


throughout the entire electrical system 


TRUSTWORTHY NAMES IN 
ELECTRICAL PROTECTION 
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